AIR CONDITIONING AND REFRIGERATION NEWS, AUGUST 18, 1937 


Westinghouse Opens 
New Product Dept. 


(Concluded from Page 1, Column 3) 
Products, Inc., a subsidiary of the 
Western Electric Co. Mr. Tenney, 
who has been a Westinghouse em- 
ploye since 1920, was manager of its 
central engineering laboratory de- 
partment, prior to this appointment. 
George Begoon, sales manager for 
the new division, was at one time 
manager for Westinghouse Interna- 
tional Co., in Brazil. 


July Houston Cooling 
Jobs Total 56 


(Concluded from Page 1, Column 2) 

units, together with make and num- 
ber of units installed, follow: South 
Texas Air Conditioning Co. (Pacific) 
5; Strauss-Bodenheim Co. (Kelvin- 
ator) 4; W. W. Short Co. (Kelvin- 
ator) 2; Air Conditioning Co. (Gen- 
eral Electric) 2; Way Engineering 
Co. (Airtemp) 1; Cochran Co. 
(Westinghouse) 1; International Co. 
(Bennett) 1; Star Electric Co. 
(York) 1. 

Of the eight air-conditioning sys- 
tems installed, largest was the 15- 
ton G-E system installed in Rupley 
Fur Co. 

Following is a table of complete 


Laundry Equipment is 
Marketed by G-E 


(Concluded from Page 1, Column 1) 
styling, the choice of white or two- 
tone green porcelain enamel tubs 
with skirt, legs, and tub cover of 
bonderized steel with baked enamel 
prime and white finish. 


Four of the wringer washing ma- 
chine models are equipped with func- 
tion drive impeller-type pumps. Five 
washer models can be obtained with 
Briggs & Stratton gasoline motors 
for homes without electricity. 


The “permadrive mechanism,” de- 
veloped by General Electric engi- 
neers, has four moving parts and is 
made with steel-cut gears. It is oper- 
ated by a 4-hp. motor, and is per- 
manently lubricated at the factory. 

For the flatplate ironer, two 
thermostats provide individual tem- 
perature control for each end of the 
shoe. Control is automatic. An ad- 
dition to the ironer line is a wringer 
post tary ironer, operated from 
the wringer drive shaft of the washer 
to which it may be attached. 


Manchester G-E Home Opened 

MANCHESTER, N. H. — Man- 
chester’s first General Electric model 
home was opened for inspection Aug. 
1 by the Manchester G-E model 
home committee. It is air-conditioned 


systems installed during July: 


and G-E equipped throughout. 


* * * = 
© Name Manufacturer 
Carl M. Knapp Airtemp 


Mission Mfg. Co. Westinghouse 
Rupley Fur Co. General Electric 
Mrs. S. Long Carrier 

H. J. Parker Carrier 


4 E. H. Showers Carrier 
ee Tennison Mfg. Co. Frigidaire 
Fluor Corp. Frigidaire 


Model Kitchen Installed 
In Houston Showroom 


HOUSTON, Tex. — A_ complete 
s3 Westinghouse electric kitchen has 


~' been installed at the downtown store 
of the Hippard-Lipscomb Tire Co. REFRIGERATION td dob 
Mi Officers of the firm are George 


Seven Models of Compressors 


Hippard, president and general man- 
ager; Joe Lipscomb, vice president 
and general sales manager, and N. 
C. Jordan, secretary. E. S. Strout 
is manager of the appliance depart- + 
ment. 


Fifty-eight Models of High-. 
sides from 7 H. Pp to 15 H.P. 
BRUNNER MANUFACTURING CO. 


' UTICA, N. Y. 


PRESENT DAY people demand the 
modern wonders that science offers. The 
streamlined cars . . . the world-girdling ra- 
dios . . . the flying “palaces” that skim so 
. and the 


wonders of automatic refrigeration. 


EXTRA DRY ESOTOO and V-METH-L 


have played no small part in the development 


gracefully through the skies . . 


of this great industry. They answer that all- 


important need for a refrigerant that is clean, 
pure and absolutely dry. In addition, these fine 


products are available for immediate delivery 


from ample stocks maintained at all impor- 


tant distributing points throughout the world. 


IRGINIA SMELTING CO. 


NOR FOL XK Vit AxrG-T-WN LA 


600 St. Louis Homes 
Using Room Coolers 


(Concluded from Page 1, Column 3) 

between $298 and $425. At an esti- 
mated average unit cost of $350, 
total dollar volume of installations 
made during the six-month period 
would be $57,050. 


It is estimated that furniture and 
department stores did about 25% of 
this air-conditioning business, the 
remainder going to sales outlets 
specializing in air-conditioning equip- 
ment. 

Total number of installations in 
Greater St. Louis had reached 1,346 
by July 1 this year. Existing instal- 
lations are divided as follows: 1,700 
hotel rooms, 600 private homes, 276 
professional offices, 142 retail estab- 
lishments, 74 restaurants, 25 office 
buildings, 31 theaters, and 10 apart- 
ment houses (completed or under 
construction). 


Air-conditioning growth in _ St. 
Louis has been quite rapid. At the 
beginning of 1933, the city could 
boast only 91 installations, but dur- 
ing that year 80 units were placed 
in operation. 

Annual unit increases since have 
been as follows: 150 in 1934, 187 in 
1935, 449 in 1936. 


Allen Appliance Co. to 
Retail Apex in Omaha 


OMAHA—The Allen Appliance Co. 
has been named dealer here in Apex 
refrigerators and other electrical ap- 
pliances. Joseph C. Brehm is man- 
ager of the firm. 


Chicago Air Conditioner 
Sales Total 141 in July 


(Concluded from Page 1, Column 4) 
the same month last year, an in- 
crease of 20%. 

Sustained hot weather during the 
early part of July resulted in a 
sharp increase in the sale of electric 
room coolers, the utility reported. 
Of the 141 contracts closed during 
the month, 97 were for room coolers. 
This compares with 64 room cooler 
installations reported in the same 
month last year, an increase of 51%. 


Installations for the month: 
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Total number of air-conditioning 
systems in service or under contract 
at the end of July, 1937 was 1,838. 


Penna. Utility Granted 
Injunction on Chain Tax 


HARRISBURG, Pa.—Pennsylvania 
Power & Light Co. has been granted 
a preliminary injunction in Dauphin 
county court here to prevent en- 
forcement of the state’s new chain 
store tax law against the company’s 
67 electrical appliance stores. 

Enforcement of the law began Aug. 
5, and firms that did not receive 
permits on registration with state 
officials were made subject to a fine 
of $50 a day for each store. 


Beaumont Electrolux Sales High 


BEAUMONT, Tex.—HEight carloads 
of Electrolux gas refrigerators have 
been sold in Beaumont since Jan. 1, 
Straus-Frank Co. reports. 


Thermo Valves 
Expansion Valvés 


High Pressure Float Valves 
Low Pressure Float Switches 
Magnetic Stop Valves 


- REFRIGERATION TUBES 


1E AMERICAN BRASS 
FRENCH SMALL TUBE Branch © 
_ General Offices: Waterbury, Conn. | 


No. 73RB 
Solenoid 


No. 220K 
Expansion Valve 


— 2450__ 


Go to 

Your Jobber 

For Your® 
Controls. . 


A florist refrigerator in the modern 
manner, with Pasadena A’: - Flo 
Cooling coils — eliminating al. pans, 
baffles, blowers, drains, hose and 
the like. — and equipped with A-P 


valve for long life and continued 


customer satisfaction. 


Pasadena Refrigerator Mfg. Co. 
2948 -E. Walnut Street 
Phone TE. 8274 or BL. 71009 
Pasadena - California 


“Dnt cha 


Dealers, Distributors and 

Service Men are increasingly 

enthusiastic over A-P Controls, for A-P on any control 
valve is synonymous with “More Profit through less 
service’. Whenyou install the A-P line of refrigeration 
controls you may be assured of the utmost in dependa- 
bility, durability, accuracy, economy, — the “Tops” 
Trouble-free operation. ; 


A walk through the A-P Factory is a revelation in 
precision methods of manufacture. Materials and 
operation are given severe scrutiny before and during 
manufacture and especially after the control is com- 
pleted. No A-P Control ever leaves the factory without 
complete assurance of its perfection. 


Progressive jobbers everywhere stock A-P Controls,....-- 
and they'll be glad to tell you why these controls really excell. 
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President Signs 
Tydings-Miller 


Act on Prices 


Radusiil Law Legalizes 
Contracts Signed under 
State Fair Trade Acts 


WASHINGTON, D. C.—The Tyd- 
ings-Miller Price Maintenance Bill, 
permitting manufacturers through- 
out most of the country to contract 
for minimum retail prices on their 
goods, and exempting present state 
fair-trade acts from Federal anti- 
trust laws, was signed last week by 
President Roosevelt. 

The bill was in the form of a 
“rider” to the Tax Bill for the Dis- 
trict of Columbia, and the President 
signed it unwillingly, scolding Con- 
gress for its unfairness. in tacking 
the measure onto an essential tax 
bill. 

The new law, making legal con- 
tracts for the maintenance of resale 
prices in 41 states where heretofore 
such contracts were illegal under 


Digests of Fair Trade Acts now in 
effect in 41 states and the status of 
such legislation in other states are 
published on pages 16, 17, 18, and 
19 of this issue. 


Federal statutes, was said to be a 
distinct victory for the forces that 
for more than 20 years have been 
trying to obtain authority from Con- 
gress to fix prices. 

Some officials were inclined to 
look upon the enactment as discard- 
ing the anti-trust doctrine which has 
been public policy fin the United 
States since passage of the Sherman 
Anti-Trust Act in 1890. 

Supporters of the measure claim 
it will end cut-throat competition in 
price slashing of nationally adver- 
tised products. One of the sponsors, 
Rep. Joseph E. Miller, Arkansas 
Democrat, sai¢..that it would help 
stop “predatory price-cutting as a 
weapon of monopolistic large dis- 
tributors to crush small business 
men.” 

Department of Justice officials 
stated that there was no question 
but that the law “nullified” the spirit 
of the anti-trust laws, which Attor- 
ney General Cummings had an- 
nounced in April would be enforced 
with renewed vigor. 

The new act weakens the govern- 


(Concluded on Page 20, Column 3) 


Hot Fights in 


Cool Comfort 


Col. John Reed Kilpatrick (left), president of the Madison Square Garden 
Corp., and B. S. Williams, general manager of Airtemp New York Salco 
Corp., inspect one of the anemostats through which air is introduced 
into the seating spaces zround the big Garden arena as part of the 
air-conditioning system recently completed there by Airtemp. 


> * * * 


1,600 Units in Day Sets 
Production Record At 
Electrolux Plant 


EVANSVILLE, Ind.—An all-time 
record in the production of Servel 
Electrolux refrigerators was reached 
July 22, when 1,600 units were 
turned out in a single day, report 
officials of Servel, Inc. This eclipses 
the record of 1,490 units, set several 
days earlier. 

To establish the July 22 record, 
one refrigerator rolled off the assem- 
bly line every 18 seconds for eight 
hours. 


Air Conditioning Council’s Standard Bid 
Sheet Cuts Down Underselling in Buffalo; 


Utility Takes over Engineering Surveys 


By Phil B. Redeker 


BUFFALO — Competitors who 
“undersell” jobs, and excessive costs 
of making engineering surveys for 
“prospects” who have no intention 
of buying—two common complaints 
of air-conditioning dealers and con- 
tractors the country over—have been 
practically eliminated in the air-con- 
ditioning business here through the 
Operations of an Air Conditioning 
Council, and the local power com- 
pany. 

The Council’s adoption of a code 
Which calls for the submission of 
bids on a standard bid sheet setting 
forth minimum requirements drawn 
up by dealer members of the council 
~ the factor which has eliminated 
underbidding” on jobs. Among the 
minimum requirement stipulations is 
that a cooling system must be able 
to accomplish a 15° F. temperature 
differential under stated average 
conditions, 

. Since the code requires that the 
ustomer be given a copy of the 
omy requirements which must 
mee met by the contractor, there can 

no “chiseling” on the standard bid 


sheet, and thus there has been almost 
100% compliance with the code on 
the part of air-conditioning dealers, 
declares Walter P. Davis of the 
power and heating bureau of the 
Buffalo Niagara and Eastern Power 
Corp., who handles the Couneil’s 
affairs. 


A strictly power company activity 
has served to cut down the dealers’ 
costs of making profitless surveys 
and estimates for ‘curiosity seekers.” 
Considerable advertising and public- 
ity effort has been directed towards 
having people who think they might 
be interested in installing air condi- 
tioning contact the power company 
for “free information” on the subject 
of air conditioning and how it might 
be purchased. And dealers may direct 
inquiries of certain “doubtful” pros- 
pects to the power company. 


Representatives of the _ utility’s 
power and heating bureau then visit 
the alleged prospect, to determine 
whether or not he is giving any real 
consideration to the idea of installing 


(Concluded on Page 8, Column 1) 


: Huge System Conditions 
Madison Square Arena 


NEW YORK CITY—More than a 
mile of ductwork and nearly a score 
of fans are included in the year- 
around air-conditioning system in- 
stalled by Airtemp, Inc. in Madison 
Square Garden, one of the world’s 
largest and most noted indoor sport 
centers. 


The complete distribution system 
of this installation is capable of 
supplying approximately 384,000 
c.f.m. of fresh and recirculated air 
to the arena, which has an overall 
volume of nearly 5,000,000 cu. ft. 
and a maximum seating capacity of 
about 18,500. 


Eight supply fan rooms are situ- 
ated near the ceiling of the arena, 
each of which contains a fan with 
a capacity of 48,000 c.f.m. Outside 
air is drawn in from louvers in the 
outer wall of these fan rooms and 
is passed through either a cold water 
spray or a heating coil, depending 
upon the temperature desired. The 
spray mentioned has a capacity of 
approximately 3,000 g.p.m. 

The outside air, after having been 
properly heated or cooled, is mixed 
with recirculated air and then passed 


(Concluded on Page 20, Column 1) 


pwn Expands in 
Air Control Field 


CONNERSVILLE, Ind. — Further 
expansion of Auburn Automobile Co. 
in the air-conditioning field was 
effected last week by the company’s 
purchase from Russell Electric Co., 
Chicago, of the trade name “Aero- 
fan,” together with the goodwill and 
exclusive patent licenses on the fans 
formerly manufactured by Russell. 


At the same time, the company 
announced that it would build a 
complete line of electric fans, air 
circulators, and other units for the 
movement and control of air in 


summer and winter at its air-condi- 
(Concluded on Page 20, Column 4) 


Philadelphia Sales 
Total 46,603 Units 
In First 6 Months 


PHILADELPHIA—Sales of house- 
hold electric refrigerators in the 
Philadelphia metropolitan territory 
during the first six months of 1937 
reached 46,603 units, an increase of 
15% over the 40,279 units sold dur- 
ing the same months last year, ac- 
cording to reports by distributors to 
George R. Conover, managing direc- 
tor of the Electrical Association of 
Philadelphia. 

This year’s six-months’ total is ap- 
proximately 16,500 units over the 
30,182 units sold during the first 
half of 1935, the report shows. 


Retail value of this year’s sales 
through June show an increase of 
15% over those for the same period 
of last year, totaling $8,113,734 as 
against $7,035,420 in 1936. 


Average unit retail price for the 
six-months’ period is $174, the report 
shows, coinciding with the average 
unit price at the same time last year. 


January, February, March, and 
June were the big months in the 
first half of the year for Philadel- 
phia dealers. February sales of 6,119 
units were 67% higher than the 
3,657 reported for the month in 1936. 
June sales totaled 9,103 units, a gain 
of 37% over the 6,641 for June last 
year, and January sales of 3,135 
unit were up 24% over the 2,532 
units sold in that month in 1936. 

March sales, 9,051 units, repre- 
sented an increase of 18% over the 


(Concluded on Page 2, Column 3) 


Keitiliin or Soul-Saver? 
Refrigerator Is Both in 
This Oklahoma Home 


ARDMORE, Okla.—An electric 
refrigerator did a little “missionary” 
work on its own account, and added 
the role of soul-saver to its regular 
food-saving duties in the case of 
Kenneth Priddy, young son of Mr. 
and Mrs. Fred Priddy. 

Young Priddy, whose parents run 
a concession stand at Cedarvale in 
the Arbuckle mountains near here, 
followed his yen for excitement into 
locking himself in his mother’s re- 
frigerator, just to see what would 
happen. 

To his surprise, he found no exit, 
and no one to hear his cries. Left 
but one alternative, he resorted to 
prayer and bargaining—if God would 
let him out, he would join the church 
and lead a better life. 

Returned to normal temperature 
after being released by his mother, 
who opened the refrigerator to get 
some needed supplies, young Ken- 
neth kept his promise. He went 
immediately to the first Orthodox 
Baptist church in Ardmore, and 
applied for membership. 


ist Cooperative 
Campaign Will 
Open in Dallas 


Manufacturers Sponsoring 
Local Campaigns to Keep 
Public’s Interest Alive 


DETROIT—Opening gun in a 
cooperative advertising and _ sales 
campaign for electric refrigerators, 
sponsored by manufacturers who are 
members of the Household Refriger- 
ation Section of the Refrigeration 
Division of National Electrical Manu- 
facturers Association (Nema), will 
be fired at Dallas, Texas, next Mon- 
day night when the first of a pro- 
posed series of local cooperative 
campaigns will be outlined to dealers 
and salesmen in the Dallas territory. 

A similar meeting Tuesday night 
will launch another campaign in 
Oklahoma City. No other dates or 
places for local campaigns have 
been made public. 


Objectives of the campaign are 
said to be those of demonstrating 
that combined promotional effort can 
maintain the sales gains registered 
annually by the electric refrigerator 
industry for the last several years, 
and matching the promotional efforts 
of the National Association of Ice 
Industries, although no official state- 
ment regarding the plans and pur- 
poses of the campaign has come 
from Nema headquarters. 

In the cities selected extensive 
newspaper advertising, billboard dis- 
plays, and dealer sales campaigns 
will be used to arouse consumer in- 
terest in electric refrigerators. 


The campaigns will be conducted 
under the direction of the Ralph H. 
Jones Co. advertising agency. 

It is said that results of the pro- 
motional drives in southern cities 
during the next six weeks will be 
analyzed with the idea of completing 
the preliminary work in time to 
launch a national campaign by the 
time the 1938 selling season opens in 
the Spring. 


Thompson To Direct 
Grunow Advertising 


CHICAGO—M. W. Thompson has 
been appointed advertising and sales 
promotion manager of General 
Household Utilities Co. by Harry 
Alter, president. 

Mr. Thompson has had many 
years’ experience in sales promotion 
work. He was with Grigsby-Grunow 
from 1928 to 1933, and has been with 
Stewart-Warner Corp. since 1934. 

Mr. Thompson succeeds Tod Reed, 
who has joined the sales staff of 
Look magazine in its Chicago office. 


Kansas City ‘Shopping’ Service Keeps 
Anti-Price-Cutting Code 95% Effective 


By T. T. Quinn 


KANSAS CITY—The dealer shop- 
ping system adopted this spring by 
members of the Electric Association 
of Kansas City has proved more 
than 95% effective in eliminating 
destructive price-cutting among 
members of the organization, in the 
opinion of G. W. Weston, secretary- 
manager. 

Under the system, professional 
shoppers were employed to visit each 
dealer’s store at least twice a month, 
and report to association headquar- 
ters any price-cutting tendencies 
which they had discovered. 

First offenders were to be censured 
by a committee of the association, 
before whom they were called to 
explain their action and future in- 
tentions. Further violations were to 
be handled by a committee of dealers 
handling the same line of equipment 


as the offender, who were to consult 
their distributor and ascertain his 
stand in the matter. 

Also included in the code were 
provisions that no trade-in allow- 
ances were to be made for old ice 
boxes, that no discount was to be 
given for cash, that dealers were 
not to accept orders from salesmen 
regularly employed by other dealers, 
and that all refrigerators were to 
be plainly marked with year, size, 
and price. 

Primary reason this year’s code 
was effective, thinks Mr. Weston, is 
that for the first time dealers are 
beginning to appreciate their own 
strength, especially when banded in 
an organization with others who 
share their views. 

“A few dealers tried to break over 


(Concluded on Page 2, Column 5) 
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AIR CONDITIONING AND REFRIGERATI ON NEWS, AUGUST 25, 1937 


Stewart-Warner Midsummer Convention Evokes a Lot of Heavy Thinking 


(1) R. S. Brunhouse demonstrates the ‘Magic Keyboard.’ 
a corner table in the Edgewater Beach Marine Room. 


(3) E. M. Dupree and C. N. Vaughan of Houston Wholesale Appliance Co. 
Wichita, Kan., peer into the new Stewart-Warner radio models. 


(2) R. S. Brunhouse and F. A. Hiter listen to John F. Ditzell (resting head on hand) give his slant on price maintenance contracts at 
(4) J. D. Pattenger and N. N. Plumhelt of S-W Products Co., 


“Yes, that’s right—Copelands. We tried them 
in three of our stores and the results were so 
completely satisfactory that we now have 
installed them throughout our entire chain.” 


That’s the way Copeland users talk. 
And that’s why Copeland Commercial 
Refrigeration units are so easy to sell. 


Write for our Sales Plan 


COPELAND 


REFRIGERATION CORPORATION . . . DETROIT, MICHIGAN 


Sales by Philadelphia 
Utility Average $197 


(Concluded from Page 1, Column 4) 
7,668 units sold in March, 1936. April 
and May showed declines from last 
year’s marks, registering sales of 
9,452 and 9,743 units to drop below 
the 1936 records of 9,870 and 9,911 
units by 4% and 2%, respectively. 

Sales by Philadelphia Electric Co. 
only during the six months totaled 
3,295 units, an increase of 7% over 
the 3,058 units sold by the company 


during the first half of 1936. Utility 
sales total about 7.1% of all sales 
made in the territory during the 
period. 

Retail value of utility sales during 
the period showed an increase of 
13%, this year’s total being $650,549 
compared with $575,362 during the 
first half of last year. 

Average price of utility unit sales, 
however, was considerably higher 
than the dealer-utility average for 
the period, standing at $197 compared 
with $174 for all sales and $188 for 
utility sales alone in the same period 
of 1936. 

The half-year report covers sales 
in Philadelphia, Bucks, Montgomery, 
Delaware, and Chester counties, and 
includes sales of Apex, Coldspot, 
Frigidaire, Copeland, G-E, Grunow, 
Hotpoint, Kelvinator, Leonard, Norge, 


Trade-ins Ban Keeps 
Prices Up, Weston Says 


(Concluded from Page 1, Column 5) 
the traces on prices and discounts 
this year,” Mr. Weston said, “but 
were quickly brought into line when 
they realized that their fellow deal- 
ers, who were following the code, 
were receiving the support of their 
distributors. 

“In one case the offending dealer 
was a rather important outlet, and 
the distributor at first was not in- 
clined to censure him regarding his 
bad practices, for fear of losing his 
account. However, when several other 
dealers who were members of the 
association threatened to cancel their 
dealings with him unless he called 
the offending dealer’s hand, he was 


pn a a a a ee a 


dn a a ee ae a | 


CHECK 


Sparton, Stewart-Warner, Universal, not long in doing so. 


“This experience taught dealers 
something of their own strength, 
and other violators were quickly 
brought into line by similar tactics. 
In one case, a single large dealer- 
ship, acting independently, was able 


and Westinghouse units. 
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THESE MAJOR ADVANTAGES 


\l/ to force the distributor to curb an . 
a x Y © offending dealer’s price-cutting.” . 
e AGP iE ae a 8 Decision to eliminate trade-in 
- - allowances on old ice boxes was « 
agains ose of any other ig ge gh ge og om 
unanimous dealer approval this year, n 
Mr. Weston said. 6 
“Ice box trade-ins have never been 
anything but a bother,” he _ said, n 
“and we found dealers more than c 
willing to cooperate in getting rid of 
the practice. The old ice box was 
often the start of a price-cutting 
spree between two competing dealer- 
ships, and with this stumbling block 
HE MERICAN BRASS CO. eliminated dealers found there was 
. Hi latins Value. ll. Resistance to Acid. HEA / A -C much less tendency toward price con- th 
1. H gh Insulat & ° Pinks: agg Mackie ia cessions to prospective buyers, and 
2. Extremely Low Moisture 12. Sound absorption. pic Seat teat consequent larger volume of profit.” th 
1 eye e eye bt 
Absorption. 13. Resiliency and Flexibility. \W/ \V/ ALWAYS TH e 
; ° eye e e e lat 
3. Freedom from Rotting. 14. Availability in Different Fiber ) at 
4. Rodent-,Vermin- and Termite- Diameters and Lengths. \ Ps r{_/ RP E S j ME ™ 
e eye . o ig » p j 
Proof. 15. Availability in Different | J Y j ; ne 
5. Freedom from Odors. Densities. i Qa 8 en 
e eye e e ' inc 
6. Non-absorption of Odors. 16. Adaptability to Combination te 8 
iB e © . de: 
7. Fungus- and Bacteria-Proof. with Other Materials. in 
. : 17. Perfected in the laboratories me 
8. Light Weight. . 
: ali of, and produced by a world ae 
9. Non-inflammability. leader in glass research, engi- a 
° € 
10. Permanence. neering and manufacture. shi 
pri 


That’s FIBERGLAS...the New and Better Insulation! 


The Owens-Illinois Glass Company also manufac- 
tures Insulux Glass Block and Dust-Stop Replace- 
ment Type Air Filters in addition to Fiberglas In- 
sulation for all types of industrial use. 


For detailed information about the use of Fiberglas 
Insulation in refrigerators and coolers, write In- 
dustrial and Structural Products Division, Owens- 
Illinois Glass Company, Toledo, Ohio. 
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Se es ee 
hall be accepted for Product, also helps to get it pub- . 
any other class of membership,” lished, states Mr. Davis. Smit h Buy s Nor ge-Cole 
Cost of the Sponsor type member- ici F 2 * 
‘ m il oe ‘ ship is $20 a The Publicity has generally been in A liance Firm - 
| Interested jn Air Conditioning individuals ae ‘et, AS @ company | th form of one leaden wae: about a 
e ; é air-conditioning’s 
i holding a Sponsor membership can 
(Concluded from Page 1, Column 2) of one duly elect 
air-conditioning equipmen 


ed or appointed | come in for $2 
t. A report representative from 
is then made to the dealer. 


Mr. Davis believes that the total 
(a) Heating Contractors’ Associa- number of individuals participating 
In cases where @ prospect mails | tion. in the Council wil] be close to the 
in a return card in a Council adver. (b) Sheet Metal Contractors’ Asso- | 100 mark by the beginning of the 
tisement which calls attention to ciation. year. 
this free consultation Service (“we (c) Electrical Contractors’ Associ- The Council's 
have nothing to Sell’), the investiga. ation, 
tion is made, and if 


has been carried 
(d) Electrica] League of the Nia- 
gara Frontier. 


(e) American Society of Heating 
& Ventilating Engineers, 


the general feeling 
American Society of Mechani- was that this type of ¢ 
cal Engineers, 


carry enough “punch.” 
(g) American Institute of Electri- 


It is planned t G 
cal Engineer. 


Ppeal, and to invite |@A necessity for char. 
American Institute of Archi- i 


ging gas or oil in 
the customer to write into the Coun- low and high sides —testing for leaks 
f the benefits tects; ana such other organizations | cil’s headquarters so that results can | ’ —Purging gas from high side or gauge 
that may be derived from it. 4nd individuals as may be approved | be checked. line — setting valves and controls 
One feature of the organization of y a majority of the voting members Use of newspaper advertising, Weatherhead Testing Valves make all of 
the Air Conditioning Council of of the Council. however, has Proved a big help in these Operations simple and accurate, 
Western New York, as it is form- “Associate members shall enjoy getting newspaper Publicity for air 
ally known, is that it has been so | a) Privileges of the Co i 

constituted as to be inclusive of all 


uncil except conditioning at the time When it’s GENUINE WEATHERHEAD 
voting and holding office. most effective. And the fact that ‘R 
“No organization or individual the publicity comes from the Council, | 
eligible for Sponsor, membe 


r, or asso- | which does not boost any particular | 


conditioning 
ted by a maximum 


number of People. 
For example, coal] 


group in the 
ited to join, 


consumption, this 
group became a leading factor. 


the Council by r 
other associations, 


(a) Sponsors. 

(b) Members. 

(C) Associate members, 

2. Sponsors Shall consist of re 
resentatives from the 
groups: 

A. Distributors of all-year-around 
air-conditioning equipment. 
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Warm air heating contractors, pee thoroughly sonditioning eae ge having put 7: their own 
FE. Heating and piping contractors. industries’ nee 3 that in air Ng additional prot put only reparatory study 
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AIR CONDITIONING AND REFRIGERATI ON NEWS, AUGUST 25, 1937 
# iote .. 
Buffalo Council Includes A 
ye: VON, IIl.- Norge-Cole Appli- 
vy ine Of one of the Coun- | ance Store, formerly Owned by Byron 
cil members, and a number of small Cole, has been purchased by John 
items of the “human interest” type | Smith Who will Operate it as the 
| on the Subject of air conditioning, Smith Appliance store. Mr. Smith 
z | When this Publicity is run on the | wil] Continue to handle a full line of 
x | same page with the Council's adver- Norge appliances, and will add to 
" : tisement, practically the entire page the store’s Stock of air-conditioning 
-" a ee | fe devoted to the Subject of air equipment, oil~burning and gas fur- 
: On chiefly through conditioning, naces, and automatic stokers, 
. - ising’ and publicity. setae TN a 
. —_ ww, Ne 1S given the names | | Institutional Copy, with a list of the 
of (wo dealers who ‘hang, Mme Participating WEATHERHEAD — $$ 
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Carting Refrigerators in Modern Turkey Is a Job for Animals, Not Men 


One of the things declared illegal by Kemal Ataturk, father of modern Turkey, is the habit of using Turkish strong-men as the delivery vehicle for refrigerators, pianos, and other heavy goods. 
Here are shown: (1) A General Electric ice cream cabinet moving out of the Robert Liebert showroom in Istanbul on the shoulders of two strong-men. (2) A Kelvinator being carried in a manner 


now forbidden by law. 
+ 


Refrigeration Dealers Exult 
In Turkey’s New Prosperity 


By John 


ISTANBUL, Turkey — A _ new 
Turkey has risen in Western Europe 
and Asia Minor under a one-man gov- 
ernment with a burning desire to 
make Turkey as modernized as any 
European nation. During the past 14 
years such old customs as the veil 
for female, harem for sultan and 
pasha, baggy pants which droop in 
the seat, and an Arabic shorthand 
alphabet have been junked in the 
interests of progress. 

Kemal Ataturk, a democratic dic- 
tator, is the gent responsible for the 
change. Under his leadership the 
Turks have put on European clothes, 
equipped themselves with a Roman- 
ized alphabet, and embarked on a 
program of education and moderni- 
zation designed to make Turkey a 
power in the Near East. Sound indus- 
tries are growing like mushrooms 
and have nearly doubled the national 
income in the past five years. 


INCOME GROWS 


From all quarters you hear reports 
and see signs that Turkey is on the 
verge of wonderful prosperity—not 
the brand which never gets around 
the corner. And as the national in- 
come has grown, the people have 
been encouraged to seek those things 
which add joy and comfort to living. 

Electric refrigeration was one of 
the modern conveniences which the 
new regime accepted. Since 1933, 
when it got its real start, dealers 
report sales have increased an aver- 


Strohm 


age of 50% annually. Morever, busi- 
ness is still increasing, both because 
the people accept the need for re- 
frigeration, and have the money to 
buy it. (Per capita income has just 
jumped from $40 to $64 in the past 
three years, according to the com- 
mercial attache at the American 
Embassy. ) 


AIR COOLING TO COME 


All refrigeration dealers here are 
enthusiastic about the prevailing ex- 
cellent business and optimistic about 
its future. They believe the air-condi- 
tioning market will also open up 
during the next two years, but very 
slowly. 


There are approximately 7,000 re- 
frigerating units in Turkey, 900 of 
them commercial jobs. Frigidaire, 
Kelvinator, and German DKW are 
doing practically all the commercial 
business, each claiming to head the 
field. Kelvinator and Frigidaire are 
running neck-and-neck for the house- 
hold lead, while Westinghouse and 
General Electric are doing well, al- 
though established only one year with 
energetic dealers. Other makes are 
represented, but not pushed, by small 
dealers. 

Best selling unit in the commercial 
line is the ice cream cabinet. Turkish 
ice cream is a vast industry with a 
world reputation for tastiness. Count- 
less flavors and mixes are concocted 
by the small cafe owners, all of 
whom manufacture their own _ ice 
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7 special chromium - a hardware — make he 
‘HILL: oe geal Siete 0 well. | 


THE WAY 
THROUGH 


Send for 28-page 
catalog and dis- 
counts... using 
your business 
letterhead. 


(3) The modern method, horse and cart, as used by Bourla Freres, Frigidaire dealer. 


(4) The Turkish gardener, who peddles his vegetable garden from his horse’s back. 


cream; and so the small cabinet is 
necessarily popular. 


Second best seller is the multiple 
purpose bottle beverage cooler. Not 
only does it cool the raki (Turkish 
national drink) and carbonated bev- 
erages—95% of them have a 20- 
meter coil running through their cold 
insides and connected to a faucet for 
furnishing cold drinking water. 
Others have added an additional coil 
for beer. Shop owners with little 
capital make every cooling device 
serve many purposes. 


Third in commercial sales volume 
are the pastry show cases. Pastry 
shops and ice cream parlors average 
three or four to the city block in the 
main sections of town. There are no 
chairs for customers since the volume 


a door, and serve their ice cream 
right out on the street. 
Local distributors have two com- 


(Concluded on Page 5, Column 1) 


PERFECTION 


Refrigeration Parts 
are Certified to Excel 


‘Ask for catalog covering com- 
lete line of Compressor 
arts, Walves, Condensing 

Water Regulators, and Fittings 


PERFECTION 


REFRIGERATION PARTS CO. 
HARVEY, ILLINOIS 


of business is so great they don’t 
encourage loafing. Many 7-foot store 
fronts devote half the space to an 
ice cream cabinet, the remainder for 
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UNDERWRITE YOUR 
REFRIGERATION SECURITY 


j A graduate of N. Y. U. Sa i 
degrees of B.S., and M 

Acquired his master’s *. Yak 
Then M.E. and E.E. from N.Y.U. 
Taught at Yale, M. I. T. and: 
N. ¥. U. A test engineer, N. Y. 
Consolidated Gas; Chief engineer, 
Pittsburgh Water Heater; Chief 
engineer, Sonman Shaft Coal Co.; 
Consulting engineer,, Kelvinator; 
Research Chief, aia & Barker; 
Standard Oil, . J. Has own 
workshop at “nin ‘country place. 
Research chief for Penn. 


Graduated from “ . ro 

with degree of M. 

| tributed to the design oat: on. 
facture of gun-fire control for 

warships. Inventor of the variable 

epeed mechanism. Now assistant 
a h chief for Penn. Candid 

cameramen of the first water. 


. because, in its outside appearance all refrigeration con- 


trol equipment looks pretty much alike. 
certain that you will pick the winner? You must rely on the 
men behind these refrigeration controls . . . their composite 
record of engineering achievements. ..their wide experience 
from every field of industry. Buy controls backed by brains 
and tested by time. Buy from the leader of an industry. Buy 


from Penn. 


"PENN MEN BUILT UNFAILING( “N 
"SERVICE INTO THIS 
MODERATE PRICED CONTRO 


now famous—’200 Line” 


SCORES OF OTHER TYPES 
IMMEDIATE REFRIGERATION CONTROL PROBLEM 


How can you be 
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graduate of State College, ; 
holding a®B.'S. degree in E. 4 
Since so pany he has worked j 
with ons air- conditioning | 
controls, =heating and _ cooli 
thermostats, and humidistat. 
specialist in specifications for 
materials, bakelite, springs, bronze, 
nichrome, etc. A contributor to . 
various technical magazines. 


4 Penn’s chief’ designer is an 
old world craftsman. 

in Sweden, he learned the art and 
science of model making in his 
nother country. Bringing his 
rigid guild tool and die training to 
the new world, he met immediate 
success designing switches for 
automatic control, particularly in 
refrigeration. His stamp collec- 
tions will astound you. 


bo Penn’s sich field engi- 
neer has done intensive re- 
earch into charged wer cle- 
ments and bi-metals. ¢ designs 
special control equipment for in- 
dividual applications. Known from 
coast to coast for his contributions 
and solutions to customers’ prob- 
— His own home is his labora- 
for néver-ending tests in con- 

of refrigeration and heating. 


A heneoreh engineer who 

majored in hydraulics. With 
an enviable service record with 
American Smelting & Refining Co., 
Union Pacific Railroad Co. deg 
Grabe Co,, and now—Penn Elec- 
tric Switch. Schooling at Chicago 
Tech and Iowa State. For modu- 
lating water valves, fan and limit 
swit and overload refrigera- 
tion controls, his. reputation is 
unsurpassed. 


IN STOCK TO MEET ANY 


PENN EL 


ECTRIC SWITCH CO. 


OFFICES: New York, Boston; Detroit, Dayice, Moline, Chicago. EXPORT: 100 Varick St., N. Y. C. Distributors in pty Cities. REPRESENTATIVES: 
Aifolter Engr. Forsl Machinery Co. Pca 


Garland- 


, San Francisco, Seattle, Portland, Los 
e Uhl Co., Minneapolis; Jules Beneke, St. Louis; Monarch Sales, Denver. 


orslund Pump and o Rgnace CHF; 


Now Cocaled in GOSHEN, INDIANA | 
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German DKW Wins Turkish Display Case 
Market, but U. S. Exporters Dominate 
Commercial Machine & Household Field 


(Concluded from Page 4, Column 5) 
plaints against the American display 
case: (1) The material used is too 
good—porcelain here is a luxury— 
hence they are too expensive. (2) 
They are too standardized to meet 
individual needs. 


GERMAN CASES FLEXIBLE 


This flexibility they can get in 
German show cases, which are also 
cheaper. Robert Libert, DKW distri- 
putor, especially praises DKW on 
this score, He says the German man- 
ufacturers are small enough and 
willing to make special jobs accord- 
ing to specifications of local buyers 
who cannot find a standardized job 
to fit their purposes or available space. 
Frigidaire also gets show cases from 
Germany and installs cooling equip- 
ment. Local-made cabinets are not so 
satisfactory because material and 
workmanship are inferior, and the 
price almost as great as German 
products, 

Display cases for the hundreds of 
different palate-teasing pastries are 


production and exports tremendously 
during the past four years with the 
result the national income has shot 
up from one billion Turkish lira in 
1933 to 1,600,000,000 lira for 1936. 
And another big increase is forecast 
for 1937. 


LONG WAY TO GO 

However, the commercial attache 
points out that 75% of the popula- 
tion are agricultural workers and 
shepherds, a poor class with little 
buying power, a low standard of 
living, and few desires. He admits 
the trend is decidedly in the direction 
of modernization, but says “they still 
got a damn’ long way to go!” 

But times have improved even 
among these poor. Many places you 
now see small stone houses instead 
of mud affairs; and when you see 
a glass covered window, you know 
for sure prosperity has visited there. 

There has been a definite change 
in buying psychology, the commercial 
attache states—the influence of edu- 
cation. Formerly price was every- 


No More Harems 


The passing of the harem may take the romance out of Turkey, 
but it is indicative of the great changes taking place in this Far 
Eastern country, changes which are building a higher national income 
and greater market for refrigeration products. 


John Strohm, itinerant journalist, tells of this broadening market 
in the story on these pages, the first of two written from Turkey. 


immensely popular. In fact, many 
shops buy them before they have 
adequate cold room and storage re- 
frigeration, because they want some 
means of displaying their wares to 
the public. The appeal of Turkish 
pastries is seeing and having your 
mouth drip for them. 


OFFICIAL ENCOURAGEMENT 


The government has encouraged 
people to use refrigeration, has set 
a good example by using refrigera- 
tion itself. Ankara, the new capital, 
is completely equipped, as are 80% 
of Instanbul hospitals. 

All dealers report a steady increase 
in domestic sales. The Istanbul 
Power Co. certainly encourages re- 
frigerator ownership. Although reg- 
ular rates are 10 cents a kilowatt, 
the company gives about a 50% 
reduction on the entire electric bill; 
that is, for lights, cooking, fans, and 
refrigerator—if they own an electric 
refrigerator. Commercial refrigera- 
tion owners also get this reduction, 
but only on current used for refrig- 
eration purposes. 


TARIFFS AND QUOTAS 

Customs tariff is on the weight 
basis, that on refrigeration equip- 
ment being: 

Up to 50 kilos 15 lira per 100 kilos 

50 to 150 kilos 12 lira per 100 kilos 
150 to 500 kilos 10 lira per 100 kilos 
500 kilos and up 9 lira per 100 kilos 

One Turkish lira or pound is 
equal to 80 cents. 

But in addition to this regular 
customs duty there is a trade trans- 
action tax of 10% of the invoice 
value of goods CIF Turkish port, 
plus all expenses incurred until the 
g00ds are cleared from customs. An 
additional municipal tax increasing 
the regular import duties 10% has 
been in effect since 1933. Fred Bourla 
of Bourla Freres & Co. estimates 
refrigeration equipment landed in 
Instanbul costs the dealer roughly 
double the American factory price. 


QUOTAS ABOLISHED (7) 

Since July 15, 1937, all import 
quotas have been abolished. However, 
there is a catch to it, for Turkey 
follows a trade policy of buying only 
— those countries who buy more 
rom Turkey than they sell to her. 
United States is exempt from quotas 
on this basis since her 1936 imports 


from Turkey totaled 13,419,496 Turk- - 


os lira and her exports to this coun- 
try were worth only 8,992,787 Turk- 
ish lira, ; 
one countries having a favorable 
with w eg for Turkey, and those 
tt tom Turkey has a commercial 
rg tee agreement to buy 20% 
her rom Turkey than they sell 
others’ “re exempt from quotas. For 
Tere are special lists. 
urkish industries have increased 


thing, but now the buyer insists 
upon quality. Fred Bourla admitted 
one of the problems of the refrig- 
eration dealer was price cutting be- 
cause “it gave the bargaining Ori- 
ental the satisfaction of not paying 
the list price.” 


OLD TURKEY PASSES 


Under Kemal Ataturk tremendous 
outward changes have taken place. 
Not only has he stripped female 
profiles of veils, robbed sultans of 
their harems, and frowned on baggy 
pants which drooped in the rear. In 
1928 he scrapped the Arabic alpha- 
bet, which looks like shorthand and 
is written from right to left. He 
substituted a Romanized alphabet, 
made everyone up to 70 years of 
age go to provincial schools until 
they passed an exam in reading and 
writing. Government officials who 
flunked were fired. 

Consequently, this country, with 
a tremendous amount of illiteracy, 
jumped to the other side of the 
fence. Newspapers increased. Pre- 
viously linotypes could not satisfac- 
torily handle the hundreds of Arabic 
characters. 


WESTERN INFLUENCES 


The government leader has built 
hundreds of miles of railroads and 
roads, moved his capital from old 
Constantinople—now Istanbul be- 
cause it’s a Turkish name—to An- 
kara. Two years ago he decided 
Turks should have family names like 
Western people instead of being 
called ‘“‘Youssef, Son of Hassam.’’ So 
every family had to take a name, 
no two being allowed in the same 
district. 

He has divorced the Mohammedan 
church from the government, and 
has passed a law forbidding a man to 
carry a load on his back. Since 
donkeys are pack animals, he reasons 
a man lowers himself to a donkey’s 
level by carrying loads on his back. 
This law has hit some hundreds of 
workmen, including those who de- 
liver refrigerators. These Turks who 
can carry 800 pounds without grunt- 
ing and can walk down the street 
with a grand piano on their backs 
—must now get carts on wheels to 
do their work. 


IRREGULAR CLIMATE 


Biggest cities in this country of 
17 million people are Istanbul with 
750,000; Smyrna, the chief export 
port; Ankara, and Mersin. Climate 
varies widely. In Istanbul the mean 
temperature ranges from 41 in win- 
ter to about 72 in summer. But in 
the interior rainfall is scanty, sum- 
mers short and hot, and winters long 
and cold. Turkey is rolling and 
mountainous, rich in minerals. 

In all commercial transactions the 
language is French. Principal com- 


munication with the outside world is 
by steamers, American freighters 
calling at Istanbul three or four 
times a month. 


Turkish imports in 1936 amounted 
to 92,531,464 Turkish lira while 
exports were 117,753,153 lira. Chief 
imports are cotton yarn and cloth, 
iron and steel, machinery, woolen 
textiles, mineral oils, paper, coffee 
and tea, automobiles and accessories, 
chemicals, radio sets, electrical 
equipment. 


Chief exports are tobacco, fruit and 


nuts, cereals, grain and seed, live- — 


stock, coal, vegetables, cotton, wool, 
rugs, carpets, chrome, manganese, 
and emery. 

What Turkey is today, Kemal Ata- 
turk has made it. That’s the reason 
his name has been changed from 
Kemal Pasha (Pasha is a general) 
to Ataturk (Ataturk means Father 
of the Turks). 


Air-Conditioning Exports 
Total $268,436 in June 


WASHINGTON, D. C.—Exports of 
air-conditioning equipment from the 


United States during June totaled 
$268,436, compared with $126,346 
during the same month last year, 
according to statistics compiled by 
the machinery division of the bureau 
of foreign and domestic commerce. 


New York Export Firm Moves 
To New Quarters 


NEW YORK CITY—C. A. Rich- 
ards, Inc., radio and appliance export 
firm formerly located at 304 E. 
Forty-Fifth St., has moved to new 
quarters at 17 E. Forty-Second St. 
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Maybe you never thought of the safety angle in connection with 
refrigerating and air conditioning equipment. But Brunner engineer- 
ing saw to it long ago that structural precautions were taken to 
eliminate all possible hazards... Each receiver is fitted with a care- 
fully designed fusible plug to insure safety in operation... Two line 
valves, holding all gas in the receiver when desired, insure safety in 


shipment... Neat guards for belt, flY wheel and fan, insure against 


oF 
ie 


havé céntributed in an important way toward Brunner’s time-tested 


réputation for dependability ... Better get acquainted today with a 


BUILDS. FOR — 


Re ee 


physical injury.. These safety essentials, found on every Brunner unit, 


full roster of Brunner features! Forty-seven condensing units and five 
compressor models for nearly all refrigerating and air conditioning 


installations. Brunner Manufacturing Company, Utica, N.Y., U. S. A. 


_ BRUN 


f 


f 


fect 


NER 


Xx . —— wes 


BRUNNER ENGINEERING 
HAS ADDED SAFETY IN 
— THREE IMPORTANT WAYS | 
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AIR CONDITIONING AND REFRIGERATION NEWS, AUGUST 25, 1937 


PROFITABLE SELLING 


Why Price Cutting Cannot Up 
Dealer’s Profits Shown in 


Niagara League’s Booklet 


BUFFALO—To better competitive 
practices and eliminate price-cutting 
through dealer education, the Elec- 
trical League of the Niagara Fron- 
tier recently issued to local dealers 
a 20-page booklet titled ‘‘Merchan- 
dising at a Profit.” 

Containing a plea for common 
sense in retailing, the booklet, writ- 
ten by Samuel S. Vineberg, manager- 
secretary of the League, points out 
why dealers should insist upon get- 
ting list prices. 

Theme for the booklet was first 
sounded in a double column editorial 
headed by “Buy Low—Sell High,’ 
which appeared in the July 24 issue 
of the League’s news sheet, dis- 
tributed to member companies. 


A DEALER’S COSTS 


Defining a dealer as a trader who 
trades merchandise for dollars, the 
booklet shows that unlike the Yankee 
peddler of 50 years ago, whose costs 
represented the price of his mer- 
chandise alone, the electric appli- 
ance dealer, to operate successfully, 
cannot sell for less than the cost of 
the merchandise, plus overhead, plus 
profit. 

“The city merchant has rent to 
pay monthly, telephone, light, heat, 
and water bills to meet, delivery 
charges, bank interest, bookkeeping 
and_ stationery costs, advertising, 
sales and maintenance costs, credit 
losses, depreciation, etc. . . . But the 
peddler had only his personal living 
and traveling costs to meet,” it 
points out. 


COVERING OVERHEAD 


What has to be considered in the 
sale, the booklet points out, is that: 

Total overhead costs range from 
30% to 35% of the selling price of 
the article. Thus an article selling for 
$100 has to contribute at least $30 
to the fund set aside to meet these 
bills when they come due. This is 
called overhead expense, and if the 
article costs $60 in the first place, 
the total overhead and merchandise 
cost is $90. A selling price of $100 
then leaves a net profit of $10. 

The dealer who believes that busi- 
ness success depends on volume, and 
who cuts prices, gives excessive 
trade-in allowances, cash discounts, 
and ‘no interest, no carrying charge” 
premiums, etc. in an effort to build 
up volume, is just fooling himself, the 
booklet asserts. 

“These price inducements must 
come out of the dealer’s own pocket, 
and in many cases not only wipe out 


his new profit on a transaction, but 
eat into his resources as well,” it 
states. 


3 CASES GIVEN 

Not content to generalize, the book 
demonstrates by quoting three cases 
in which the dealer discounts mer- 
chandise to get increased volume. 

First case covers a neighborhood 
store doing an annual business of 
$40,000 a year at list prices, with 
the following appropriations: 
Cost of merchandise ........ $26,000 
Overhead, owner’s salary, 


GEVEPUIBING, GLC... cic ccves 8,000 
BRIO# CONE BE 10%: 26s cc ccs 4,000 
Total cost of doing business. $38,000 
POC RENI PEICS: Fe) i.0- 0b Sn sedcore's sveis $40,000 
PORE ME, ox, sub eben C2 ie $ 2,000 


HIGHER SALES YIELD LOSS 


In Case No. 2, the same dealer de- 
termines to increase his annual profit 
the next year, and goes after more 
volume by allowing a 10% trade-in 
allowance on business, thereby in- 
creasing his volume from $40,000 to 


His operating figures now are: 


Cost of merchandise ....... $52,000 
Overhead, salaries, 
averaging, C6. 6 iseccs. 13,600 


Sales costs at 10% of sales.. 6,800 


Total cost of doing business. $72,400 
BONINS PPICO v6 oss bk oso oceans $68,000 


TURNOVER AND CAPITAL 


Next considering the question of 
turnover, the booklet explains: 
“Turnover is the ratio of the total 
volume of business done to the aver- 
age inventory and should be approx- 
imately 4.5 times per year for 
electrical stores. 

To conduct the businesses in the 
cases mentioned, No. 1 would re- 
quire a maximum capital of $9,000; 
No. 2, $12,000; and No. 3, $15,000. 
Of the three cases, the first is the 
only one in which the dealer is able 
to steadily increase his  profits— 
which points to the book’s moral: 
sell at standard prices. 


OVERHEAD ITEMS 

For the dealer who wants to com- 
pare his own business on the basis 
of the cases given, the booklet tabu- 
lates the items that go under “over- 
head”: 

1. Rent 
shop). 

2. Business taxes, insurance, mer- 
chandise depreciation. 

3. Interest on money borrowed. 

4. Salaries (including the dealer’s). 

5. Advertising, donations, associa- 
tion dues. 

6. Heat, light, water. 

7. Maintenance, painting, cleaning, 
etc. 

8. Stationery, postage. 


(even if you own the 


Doing Something About Price-Cuitting 


Buffalo electric refrigeration dealers asked the Electrical League 
of the Niagara Frontier to do something about establishing better 


competitive practices, 
appliances more _ profitable. 
“dealer education” 


to make the business of selling electrical 
The League board determined that 
would answer the problem. A common _ sense 


argument against price-cutting was set forth in the booklet reviewed 


on this page. 


$54,000 per year. This makes the 
list price of the merchandise sold 
100/90 of $54,000 or $60,000. 
The summary of his operations 
then is: 
Cost of merchandise ....... $39,000 
Overhead, salaries, 
advertising, etc 
Sales costs at 10% of sales.. 


ee 10,800 
5,400 


Total costs of doing business.$55,200 
BEING PVICE .ciscscsccrrens 54,000 


vo | errr err er rere re eet ia $ 1,200 


Faced with a loss instead of a 
profit at the end of the year, the 
dealer chalks it off to insufficient 
volume, and decides on a 15% price 
discount, Case No. 3 shows. As a 
result of this discount, his volume 
jumps to $68,000, and the list price 
of merchandise sold is 100/85 of 
$68,000 or $80,000. 


9. Bad accounts, and collection 
charges. 

10. Telephone, telegraph, mer- 
chandise delivery charges. 
11. Depreciation on 

equipment, sign, etc. 
12. Interest on owner’s capital at 
6%. 


furniture, 


UPPING VOLUME 


After proving that price-cutting 
stands for loss, the publication sug- 
gests measures by which the dealer 
who sells at standard prices can in- 
crease his volume. 

Advertising, it asserts, is the lead- 
ing volume builder. The League’s 
answer to dealers who ask, “how 
much should I spend on advertising?” 
is: Not over 3% of gross sales in 
any one year. Average for electrical 
dealers is 2.7% of sales. 


“Advertising should be _ regular 


af Curtis was established in 1854— 


when St. Louis was the beginning 
of the Santa Fe Trail. 
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20 ACRES of Modern Facilities... 


@ Curtis condensing units are produced in a comprehensive 
20-acre plant, equipped with every modern engineering and 
production facility. They are the development of 83 years of 
designing and manufacturing experience, by an organ- 
ization which established its name for reliability when 
Ulysses S. Grant was a wood-hauler on the streets of old 
St. Louis. That was 1854—and from that beginning 
Curtis has reached the high and substantial place it now 


holds in the industry. 


Eighty-six units comprise the Curtis line of today. Sizes 
range from 1/6 HP to 30 HP, with air-cooled and water- 


led dal Unit 


and coils to match are always 


in stock. 


for all jobs. 


their own. 


CURTIS REFRIGERATING MACHINE COMPANY 


Division of Curtis Manufacturing Co. 


1912 KIENLEN AVENUE 


ST. LOUIS, MO. 


Represented in Canada by 


Canadian Curtis Refrigeration Co., Ltd. 


20 George St., Hamilton, Ontario 


. 


Curtis units are built to meet definite requirements 
—not price levels. Quality is the first consideration — 
price comes after. That is why so many dealers and 
installation engineers 
insist on Curtis units 
Curtis 
reputation safeguards 


Ulysses S. Grant probably 
hauled wood past the first Curtis 
establishment. 


and consistent,” the booklet states, 
“and should be planned far in ad- 
vance.” 

It advocates that two-thirds of the 
total appropriation be scheduled at 
the first of the year, and the re- 
mainder kept to give an added push 
when some unusual opportunity pre- 
sents itself. 

“Put manufacturers’ advertising 
material to work for you,” is the sec- 
ond tenet in the booklet’s volume- 
building suggestions. 


OTHER SALES TACTICS ° 


Other factors by which an elec- 
trical appliance dealer can increase 
his profits without resorting to price- 
cutting are: Window displays, store 
interior displays, direct mail, news- 
paper advertising, contacting by 
telephone calls, using an_ electric 
sign window display, keeping store 
windows and interior brightly lighted. 

Additional measures which the 
League publication suggests include 
taking part in trade shows and fairs, 
arranging for special demonstration 
at church bazaars, luncheon club 
meetings, etc., and prominently dis- 
playing the League embiem in eoeme 
of the store. 


BUILDING TRAFFIC 


Whereas the drug store, hardware, 
and grocery stores get continuous 


store traffic because there is a con-. 


stant need for items they carry, the 
electrical dealer is at a disadvantage. 
But, the book states, the specialty 
merchant can do two things that are 
bound to increase his store traffic: 

1. He can take his store into the 
prospect’s home, by employing out- 
side salesmen. 

2. He can encourage people to 
come to his store and buy electrical 
items which they need frequently, 


such as lamps, fuses, cord sets, and 
repair service. 


STICK TO PRICES 


“By all means be a ‘one-price’ 
dealer,” the booklet admonishes. 
“Price mark all merchandise plainly 
and clearly and stick to that price. 
Don’t risk the ill will of a customer 
who did not get as good a deal from 
you as her neighbor. People do not 
complain directly to you in such 
cases, but you car rest assured that 
they will do a lot of complaining to 
friends.” 

Develop a pleasant personality for 
your store—make it hospitable. Read 
trade journals. Keep a scrap book of 
sales ideas. Be courteous and polite 
—but remember the customer is not 
“always right’; she’s out for a bar- 
gain and thinks that you make too 
much profit anyway.—These are 
typical suggestions elaborated on in 
the booklet. 

Final article takes up the dealer’s 
trade relations. “In the opinion of 
other dealers, are you a good clean 
competitor? Do you contribute to 
the building up of the industry as 
a whole?” ... are among the ques- 
tions it asks dealers to ask them- 
selves, in concluding. 


Quigley Specialty Co. Moves 
To Larger Quarters 


MOBILE, Ala.—The Quigley Spe- 
cialty Co. has moved to new and 
larger quarters on St. Louis St. 

The firm, headed by S. B. Quigley 
handles Frigidaires, Philco radios, 
Delco batteries and radios, Kerogas 
circulating oil heaters, and a com- 
plete line of Universal electrical 
household devices, including a com- 
plete electric kitchen. 


Cuick Leber 


OUT OF STOCK 


Ample reserve stocks of Wolverine Seamless Copper aig: rsmcner Tubing, 


at your Jobber's and at the Mill assure you of immediate 


the largest RUSH orders. 


ipment on even 


Wolverine Copper Refrigeration Tubing is DEPENDABLE—the kind of 


tubing that means a permanent, trouble-free installation once the job is 


finished. 


It's made extra soft by a special, bright annealing process, which also 
leaves it spotlessly clean and gleaming. 


Carefully deoxidized, dehydrated, tested, solder-sealed and protected by 
heavy crepe-paper wrapping, Wolverine Refrigeration Tubing reaches yo" 


bright and clean. 


ASK YOUR JOBBER FOR WOLVERINE COPPER REFRIGERATION TUBING 
(For Air Conditioning there's Wolverine Copper Tube types K. L. and M.) 


WOLVERINE TUBE CO. 


1477 CENTRAL AVE., 


DETROIT. MICHIGAN 
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What Distributors Do When They Go to a Convention 


The fiction that American business men go to conventions just to get away from their wives and raise a little hell has been exploded time and again by the refrigeration industry. Here are 
typical shots of what went on at Stewart-Warner’s recent convention in Chicago. (1) Up early, heads clear, trouping in for a morning session. (2) Applauding a speaker. (3) Registering. 


(4) Placing a big order (W. R. Cantrell and Raymond Miller of the Luther Hardware Co., Des Moines, lowa). poo: 


“Morley Shows Radio 
Line to 168 Dealers 


DETROIT—Dealers and salesmen 
representing 168 dealerships operat- 
ing under Morley Bros., Stewart- 
Warner distributor for the state of 
Michigan, attended the open house 
meeting and dinner Aug. 19 in the 
Detroit-Leland hotel, at which the 
1938 line of Stewart-Warner radios 
was presented. 

Although attendance at the show- 
ing was not as great as anticipated, 
due to the heat, orders booked rep- 
resented 100% purchasing on the 
part of dealers present, according to 
Carl Crandell, head of Morley Bros.’ 
appliance division here. 

John F. Ditzell, Stewart-Warner 
general sales manager; Hayes Mac- 
Farland, of Hayes MacFarland, Inc., 
Chicago, S-W advertising agency; 
William Biel, S-W district sales man- 
ager, and L. E. Butlow, manager of 
appliance sales at Morley Bros.’ main 
office, were present at the meeting. 

The preceding day the new radio 
line was presented to 175 Morley 
dealers in Grand Rapids. Additional 
showings will be held in Michigan 
cities with populations over 25,000, 
according to Mr. Crandell. 


Apex Names New Outlets 
In Cincinnati & N. Y. State 


CLEVELAND—Two new distribu- 
tors have been appointed by Apex 
Rotarex Corp., appliance manufac- 
turer, according to C. W. Smith gen- 
eral sales manager. 

Krauss Distributors, Inc., of Cin- 
cinnati, will handle the Apex line 
in metropolitan Cincinnati and 
throughout southern Ohio. 

C. L. Hartmann Corp., of Roches- 
ter, N. Y., will distribute Apex prod- 
ucts in north-central New York 
state. Frank Stubbs has been ap- 
pointed sales manager of Hart- 
mann’s Apex appliance division. 


Ewing Celebrates Renovation 


OLEAN, N. Y.—An opening celebra- 
tion was recently conducted by A. E. 
Ewing Co., General Electric and 
Crosley refrigerator dealer, following 
renovation of its store. The Ewing 
company was formerly Miller Hard- 
ware Co, 


Kansas City Group’s 
Sales Up 42% 


KANSAS CITY—Sales of house- 
hold electric refrigerators by mem- 
bers of the Electric & Radio Asso- 
ciation of Kansas City during the 
first six months of this year ex- 
ceeded those of the same time last 
year by 442%, according to reports 
received by G. W. Weston, secretary- 
manager. 

Sales during June alone were 5% 
below those during that month last 
year, Mr. Weston’s report shows, 
although they were 6% above sales 


* We have two exceptional }op- 
Portunities for marketing execu- 
tives with preferably home office 
sales direction experience in 
a refrigeration, orf 
‘ke specialties. 

rie nag we have several oppor- 
—" with dealer development 
sie ~besionced in opening, 
work” i and supervision 
* *Tevious experience in air 


conditioning not absolutely nec- 
essary, but would be helpful, as 
would a familiarity with refriger- 
ation and automatic heating. 

e@ In applying please enclose 
recent photo and give age, mari- 
tal conditions, race, religious and 
fraternal affiliations, education 
and business history in detail, 
indicating in each case name of 
employer, nature of work, length 
of service, compensation and 
reason for leaving. 

e@ All replies will be held in 
strict confidence. 


W. H. PRICE, Jr., 


Vice President in Charge of Sales 


CARRIER CORPORATION, NEWARK, N. J. 


for June, 1935. Kansas City’s record 
year, 1934, saw sales for the half- 
year 17% above their mark this year, 


while June sales that year were 41% 
higher than in June, 1937. 
Data for the first half of the year 


indicate good progress, considering 
Kansas City’s high refrigeration 
saturation, Mr. Weston believes. 


RESISTS SETTLING | 


@ When you sell a Dry-Zero insulated refrigerator, you 
give your customer ENDURING ECONOMY in refrigera- 
tor operation. Only Dry-Zero Insulation has inherent 
and permanent resistance to the 3 worst enemies of re- 
frigerator insulation—settling, water vapor, and rot. Dry- 
Zero Insulation lasts forthe entire life of the refrigerator. 


Laboratory tests have proved that Dry-Zero Insula- 
tion keeps its unique heat stopping efficiency for 
years—for as long as the refrigerator is used. This 
durability is inherent in the ceiba fibre used to make 
this high efficiency insulation. 

Dry-Zero Insulation never soaks up water. It does 
not settle or pack down. It never rots or disintegrates. 
It keeps its heat stopping efficiency year after year, 
for as long as the refrigerator runs. 

This durability of Dry-Zero Insulation means not 
only a saving in electric current the first month and 
first year, but also for every year the refrigerator is 
used. Tests prove the savings range from 20c to $2 
per month. These savings to the householder are a 
distinct sales advantage to you. 

You, and every other dealer handling a Dry-Zero 
insulated refrigerator, can use these facts as effec- 
tive sales ammunition. Write for a supply of Dry-Zero 
Insulation folders for use in telling the Dry-Zero story. 
Dry-Zero Corporation, 222 North Bank Drive, Chi- 
cago; 687 Broadview Avenue, Toronto. 


DRY: ZERO 


ENS ULATION 
The Most Efficient 


Commercial Insulant Known 


24 


REFRIGERATOR 
INSULATION 


WHY .24 MEANS SALES FOR 
REFRIGERATOR DEALERS 


You have an outstanding sales value for your prospect 
when this .24 insulation is used in the walls of the refrig- 
erator you sell—because it means SUPERIOR heat stopping 
efficiency. It means that room heat is more effectively 
kept out of the food compartment. It means less money 
spent for electricity. All of this means constant refriger- 
ation economy—a money saving every month of the year 
for the entire life of the refrigerator. Dry-Zero Insulation’s 
.24 heat stopping rating is the highest of any commercial 
insulant, according to tests made by the U. S. Bureau of 
Standards and other authorities. 
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COMMERCIAL NEWS 


Successful Operation of Refrigerated 


Lockers in lowa Farm Communities 


Told by Salesman for Systems 


SIOUX CITY, Iowa—Master Re- 
frigerated Locker Service, Inc. here 
is taking a leading role in the manu- 
facture and merchandising of refrig- 
erated locker systems, most rapidly 
expanding division of the commercial 
refrigeration business in the midwest. 


Bryce H. Vollmar, salesman for 
this company, working chiefly in 
central Iowa, alone has sold nearly 
40 locker installations during the 
first seven and one-half months of 
1937. 

Besides selling lockers, Mr. Vollmar 
also operates two locker installations 
of his own, one in his home town of 
Holstein, Iowa, the other in Ida 
Grove, Iowa. 


SYSTEMS SERVE 30,000 


Total of all the locker systems this 
company had installed up to the 
middle of June this year was claimed 
to be 129, and total locker patrons 
thus served to be in the neighborhood 
of 30,000. 

With nearly 100 locker system 
sales in Iowa alone, nearly half of 
which were sold during the first six 
months of 1937, the Sioux City 


company, according to Mr. Vollmar, 
has installed about three fourths of 
all such plants now used in the 
state. 

Territory thus far covered by 
Master Refrigerated Locker Systems, 
Inc. is chiefly in Iowa, Minnesota, 
Nebraska, Illinois, and South Dakota. 
Westerlin & Campbell, Chicago, is 
the company’s distributor in states 
farther east. 

Actively manufacturing lockers for 
the past two years, the firm employs 
15 to 20 men in the factory, Mr. 
Vollmar said. Only lockers are made 
there, the choice of refrigeration 
equipment being up to the buyer. 

Most refrigerating machines _in- 
stalled in conjunction with the com- 
pany’s locker sales to date, believed 
Mr. Vollmar, have been supplied by 
York. 


OPERATES TWO PLANTS 


Undoubtedly contributing to Mr. 
Vollmar’s enthusiastic assurance that 
the locker is the correct answer to 
the refrigeration problem in Midwest 
communities is his success with his 
own locker installations. 


Opening his first locker plant two 
years ago in Holstein, a town of 
1,300, with 205 lockers, he found 
renters so plentiful that he has since 
more than doubled the size of his 
installation. 

And Holstein may be considered 
the acid-test location for any new 
merchandising project. The farmers 
in its trading area are almost wholly 
of German extraction, and they have 
the reputation of being men who 
never let~ go of a dollar without 
getting their money’s worth. 


EXPANSION ALREADY NEEDED 


About a year ago he invested in a 
second plant in Ida Grove, popula- 
tion 2,206, with 364 lockers. This 
time he allowed space for conven- 
iently increasing the number of 
lockers to 550, and at the time of 
the interview he was planning to 
install the balance soon. 

Many still smaller towns have 
found locker plants equally success- 
ful. Mr. Vollmar related the follow- 
ing example as outstanding: 

“On May 3 of this year we put 
204 lockers in the creamery at Exira, 
Iowa, a town with less than a thou- 
sand people. On Aug. 1 the creamery 
decided to install 102 more.” 


YEAR-AROUND DEMAND 


Encouraging point about selling 
locker systems, declared Mr. Vollmar, 
is that the market is good the year 
around. The demand is not notice- 
ably seasonal as is the case with 
household refrigerators, for example. 

Though the preservation of fresh 
meat is generally considered the most 
important locker service, he stressed 
other uses also. 

“Bushels and bushels of sweet 
corn are going into lockers right 
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¥O GTESSIVE 


He Craftsmanship 


KEROTEST 


DIAPHRAGM PACKLESS 


VALVES 


Accepted as standard by the manufacturers of the best refrigeration 


CStgH 


equipment in the world, Kerotest Diaphragm Packless Valves are  Kerotest 3-Way Diaphragm 


Packless Line Valve No. 


preferred for their enduring, trouble-free service ... truly the valves _737-S with O.D. Solder Con- 


of eternal youth since their life can be prolonged indefinitely by the 
simple replacement of diaphragms without interrupting service from 


the line. 


Now as a further improvement, Kerotest Diaphragm Packless Valves 
are made with sweat tube connections, as an integral part of the body. 
These O.D. Solder connections are machined directly on the body 


thus eliminating the use of adapters. 
These valves are available for every line requirement in sizes  Kerotest Diaphragm Pack- 


nections integral with body. 


less Globe Valve No. 456-S 


ranging from 14" to 154’’. Warehouse stocks are carried by Kerotest with O.D. Sweat Connec. 


Jobbers everywhere. 


_ KEROTEST MANUFACTURING COMPANY | 


ee ll 


tions. 


now. Some weeks ago it was straw- 
berries. Peaches are just beginning 
to get stored. 

“You peel the peaches, sugar them, 
store them—then have fresh peaches 
and cream all winter.” 


INSULATION SHORTAGE 


Perhaps the commonest locations 
for locker installations are cream- 
eries and the “backrooms” of gro- 
cery stores. And about 75% of all 
plants sold by his company, in Mr. 
Vollmar’s opinion, are owned , and 
operated by private individuals or 
firms. Most of the remainder are 
cooperative, and one or two are 
municipally owned. 

The difficulty met in actual in- 
stallation now, he declared, is the 


Against this sum, however, the 
patron allowed the 60-pound beef 
hide to apply. Receiving 8 cents per 
pound for it, he was given credit for 
$4.80. This left him only 38 cents 
in debt to the plant. 


And the beef was cut up according 
to the patron’s specifications and all 
pieces individually wrapped before 
storing. In this instance, the 300 
pounds of beef was cut into 4-pound 
roasts, 2-pound steaks, and 3-pound 
boiling portions. Two pounds were 
ground into hamburger. 


PROMOTION AIDS 


After selling a system, Mr. Voll- 
mar explained, the factory furnishes 
folders to the new plant’s owner. 


A Market That’s Good the Year Around 


Looking for a branch of the refrigeration business that won’t let 


you down when summer is gone? 


Then try the refrigerated storage 


locker field—‘the correct answer to the refrigeration problem in 


Midwest communities.” 


Bryce H. Vollmar, salesman for Master Refrigerated Locker 
Service, Inc. in central Iowa, tells of his experiences in the newest 
division of the commercial refrigeration business in this article. 


problem of securing sufficient cork 
insulation. Pelco Bark Wool, Rock 
Wool, Balsam Wool, and even plain 
mill shavings (wood shavings) have 
been used as insulation on certain 
of the company’s recent jobs. 

Mill shavings are cheap and have 
been supplied to buyers with limited 
capital. But Mr. Vollmar expressed 
some doubt as to the permanency 
and efficiency of this type of insula- 
tion, and the findings of the test of 
time are awaited with interest. 

From 275 to 300 lockers are in- 
cluded in the average size installa- 
tion, he estimated, and the cost of 
such a plant runs around $18 per 
locker. Operating cost of refriger- 
ating each locker, he said, usually 
amounts to from $1 to $1.50 per year. 

Capacity of the standard locker is 
nearly 6 cu. ft., dimensions in inches 
being 20x17x30. This is enough 
space, it is claimed, to store two 
hogs, or one hog and a quarter of 
beef, or 75 to 100 spring chickens, or 
dozens of vegetable and fruit con- 
tainers. 

Rent on each locker comes to 
about $10 per year, and the rule is 
to hire one or more full-time butchers 
to process meat for patrons. Patrons 
are charged extra for this service. 


PROCESSING CHARGES 


A good indication of how much 
this processing costs and what the 
service consists of can be determined 
from a processing ticket. 

The name at the top of a typical 
ticket was that of a patron of one 
of the plants which the interviewed 
salesman operates. 

Taking advantage of the butcher- 
ing service offered by the locker 
plant, this patron had one _ beef 
slaughtered ($2) and 300 pounds of 
it processed at 1 cent per pound ($3). 
Also, he had 12 chickens wrapped 
for 18 cents. Total cost of these 
services came to $5.18. 


These folders are to aid him in 
lining up his patrons. 

Main sales points in these folders 
are that, by using a locker, fresh 
foods are available the year around 
regardless of season, and savings are 
effected in both money and labor. 
From 35 to 50% of the annual meat 
bill, the literature claims, is saved, 
and the work involved in older 
methods of food preservation—such 
as canning, smoking, and salting——is 
avoided. 

And the rent on such a locker, 
say the folders, amounts to “only a 
postage stamp a day.” 

Other features of Master Lockers 
described are: good appearance 
(Dulux finishes are used), protection 
from theft by Yale locks, interior 
construction of the locker bank pro- 
viding ventilation and sanitation, and 
the optional convenience of drawer- 
type lockers in the lowest tier of 
each bank of lockers. 


STEPS IN MEAT-HANDLING 

Illustrated by the folders are these 
four steps in the plant’s handling of 
meat brought in: 

1. Meat is first aged properly in 
a 36° F. chill room. 

2. It is then taken to the process 
room where it is cut up according to 
the patron’s desires; then the pieces 
are wrapped in individual bundles. 

3. In the sub-zero freezing room 
the meat is permanized for long- 
time storage. 

4. It is then stored in the locker, 
which is maintained at a tempera- 
ture of 15° F. 


Highest June Sales Reported 
For ‘FireTender’ Stokers 


INDIANAPOLIS — June sales of 
“FireTender” automatic stokers were 
greater than sales for that month 
in any previous year, Holcomb & 
Hoke Mfg. Co. officials report. 


AT NO EXTRA COS 


-these engineering features == 
ss for display cabinet doo 


3. Reduced air leakage 
4. Roller bearings 


The new Ace “Loxit” hard rubber assembly units have 
deservedly won the enthusiastic endorsement of manu- 
facturers as well as dealers—because of their notable 
engineering improvements. Complete “Loxit” units— 
doors...rails...jambs—at no increase in cost—include 
these up-to-the-minute structural features: 


1. Locked-in, lift-out doors 
2. Tightly closed overlap 


Available in a wide ranye of sizes—for regular Display Cab- 
inet types. Storage and service doors, glazing strips, trim, 
etc. Manufacturers: write for complete details and prices to 
American Hard Rubber Co., 11 Mercer St., NewYork, N.Y.; 
111 West Washington St., Chicago, IIl., or at Akron, Ohio. 


5. Quiet closure 

6. Lighter weight 

7. Greater strength 

8. Shock absorbing jambs 


“LOXIT” 


PATENTED 
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AIR CONDITIONING NEWS 


3-Zone Cooling System in Old Residence 
Solves 3 Problems for Carter-Waters 


KANSAS CITY—Three major prob- 
lems confronted Carter-Waters Corp., 
Delco-Frigidaire distributor here, in 
planning an air-conditioning system 
for a residence built many years ago 
without provisions for a cooling sys- 
tem. 

The house was heated with hot 
water and had no duct system; its 
upstairs partitions didn’t coincide 
with those downstairs, and the third 
floor was finished as servants quar- 
ters and a duct system could not 
be installed there. Besides this, Car- 
ter-Waters engineers had to provide 
a system to operate at relatively low 
cost, and one that would not inter- 
fere with appearance of the rooms. 


These conditions prohibited instal- 
lation of a central duct system to 
cool the entire building. The distri- 
butor’s engineers figured that a 15- 
hp. compressor would be required to 
supply conditioned air throughout the 
entire house at the same time. 


Space to be cooled was Zoned into 
three groups, each requiring a 5-hp. 
compressor. The living room, library, 
and sun room formed one combina- 
tion; the hall, dining room, and 
breakfast room comprised the second 
group; and the five bedrooms on the 
second floor, a third. 

The first floor could not be cooled 
by individual units without interfer- 
ing with the architectural arrange- 
ment and interior decorative scheme. 


A central unit was installed in the 
basement to cool the living room, 
library, and sun room. Supply and 
return ducts were placed in each 
of the rooms. 

Another central unit, located in 
the basement, supplied cooled air to 
the dining room, breakfast room, and 
hall. 

Both systems were designed to 
provide cooling, dehumidification, cir- 
culation, ventilation, and filtering in 
the summer and heating, humidifica- 
tion, circulation, ventilation, and 
filtering in winter. Rooms were indi- 
vidually controlled automatically by 
means of modulating dampers. 

A unit system was installed for 
the second floor. Each of the units, 
concealed in bedroom clothes closets, 
is controlled independently from any 
other unit, and provides cooling, de- 
humidification, and air circulation in 
the summertime. Hot water radiators 
supply heat in the winter, while 
forced circulation of air through the 
units provides air motion and hu- 
midity. 

Since the owner did not desire to 
cool all the house simultaneously, the 
operating costs which would have 
been higher if a 15-hp. compressor 
were installed, were avoided by equip- 
ping the systems with a single 5-hp. 
compressor, with the duct system 
and zones arranged to cool the air 
in any one combination of rooms at 
one time. 


New Mexico Co. Conditions 64 
Albuquerque Businesses 


ALBUQUERQUE, N. Mex.—Instal- 
lation of its air-conditioning units 
in 64 places of business in Albu- 
querque and nearby towns is an- 
nounced by the New Mexico Air 
Conditioning Co. Victor Bachechi is 
president of the company, and Irv- 
ing Major is sales manager. 


Madison, Wis. Catholic Church 
Being Air Conditioned 


MADISON, Wis.—Lee Seymour is 
installing York air conditioning in 
the Blessed Sacrament Catholic 
church here, the first installation to 
be made in a Madison church. Equip- 
ment will cool the church proper and 
the auditorium. 


Airtemp Names Curd Lumber 
Co. Tulsa Distributor 


TULSA, Okla.—Curd Lumber Co. 
has been appointed local distributor 
for Chrysler Airtemp, according to 
Oscar L. Curd, president. Showrooms 
and offices of the firm will be air con- 
ditioned to demonstrate the equip- 
ment. 


Maytag Sales Installs Carrier 
Equipment in Kenosha Store 


KENOSHA, Wis.—Maytag Sales 
has installed Carrier air-conditioning 
equipment in Segal’s department 
store here. Sheet metal work was 
handled by Kenosha Sheet Metal Co., 
while Speaker Sinnott Electric Co. 
did the electrical work and Kaelber 
Plumbing & Heating Co. the plumb- 
ing. 


PREST-O-LIETE 


AY Prest-O-Lite Torch provides 
a high-temperature flame in- 
Stantly. No pumping or preheating 
is necessary. You merely open the 
valve and light the gas, and the torch 
is ready for any soldering, heating or 
light brazing operation. 

Ask your jobber to demonstrate 
these modern Prest-O-Lite Torches. 


THE LINDE AIR PRODUCTS CO. 
Unit of Union Carbide and Carbon Corporation 


New York and Principal Cities 
In Canada: 
Dominion Oxygen Co., Limited, Toronto 


Natkin & Co. Installs Year-Around System in 
Fox Film Exchange Bldg. in Kansas City 


KANSAS CITY—As part of the 
general modernization program for 
the Twentieth Century Fox Film Ex- 
change building here, a year-around 
air-conditioning system was installed 
by Natkin & Co., Westinghouse air- 
conditioning distributor in this city. 

Equipment installed includes a 15 
hp., 15-ton direct connected Freon 
refrigeration machine connected to a 
direct expansion copper finned cool- 
ing coil. The cooling coil is mounted 
inside a sheet metal casing which 
also houses a double inlet squirrel 
cage type fan driven by a 3-hp. 
motor through V-belts. 

A copper finned one-row steam- 
heating coil, used for tempering the 
air in winter, is adjacent to the 
cooling coil. Total amount of air 
circulated in the summer is 1,000 
c.f.m., that in the winter is 5,000 
c.f.m. 

Spray nozzles controlled by sole- 
noid valve and humidistat add hu- 
midity in the conditioned area during 
the winter time. 

The complete conditioning unit is 
mounted on a platform to get con- 
densate return from the heating coil 
back to the boiler. 

An evaporative condenser was in- 
stalled to reduce the use of city 
water. It is located in the basement 


adjacent to the compressor and con- 
ditioning unit, and a galvanized iron 
duct installed in the discharge from 
the condenser to the street. Inlet air 
to the condenser is taken from the 
basement direct. 


In figuring costs of this installa- 
tion, that for the evaporative con- 
denser was balanced out against the 
estimated cost of water which would 
be used for the period that Twenti- 
eth Century Fox Film Exchange has 
a lease on the building. The result 
showed that the condenser would pay 
for itself within three years. 


Room thermostats control a con- 
tinuous circulation of air, both sum- 
mer and winter. Automatic control 
for the system during winter weather 
consists of a thermostat in the dis- 
charge air duct controlling face and 


by-pass dampers across the heating 
coil. 


A limit stat, installed next to 
the heating coil, does not permit the 
fan to run unless there is sufficient 
heat in the coil to properly heat 
the air entering the room, Natkin 
engineers claim. 


The air-conditioning unit, duct- 
work, fan, humidity equipment, and 
heating equipment were installed last 
fall and were in operation during the 
winter. Compressor and evaporative 
condenser were added this spring. 

Exposed ducts in private offices 
have been covered with metal lath 
and plaster to provide a neat appear- 
ance. 


E. O. Nay Co. Named Dealer 
For G-E Conditioning 


PASADENA, Calif.—E. O. Nay Co. 
has been named a dealer here in 
General Electric air-conditioning 
equipment. 
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| Associations of Retailers 


Were Chief Proponents 
It should not be presumed, of 


_ course, that “business” presented 
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legislation (proponents prefer to 
call it “retail price maintenance’’). 


Associations of retailers were 
the chief sponsors. Many manu- 
facturers have long favored this 
type of legislation; others have 
feared that it would’ reduce 


volume; still others have opposed 
_ it on principle—the principle that 
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Fair Trade 


Laws 


USINESS has seldom. got 

what it wanted from the 
present Administration. Most of 
its time has been spent fighting 
proposed legislation, or trying to 
keep up with the complicated 
bookkeeping required by laws 
recently put on the books. One 
outstanding exception to _ this 
general trend has been the retail 
price-fixing legislation embodied in 
the Tydings-Miller and Robinson- 
Patman acts. 


Control of Price-Fixing 
Remains with States 


Reluctantly signed by the Presi- 
dent—probably the reluctance was 
caused by the fact that it recog- 
nized States’ Rights, and gives 
control to individual States rather 
than to the _ steadily growing 
federal bureaucracy in Washington 
—the Tydings-Miller bill gives 
authority to the Fair Trade Laws 
which have been passed by 41 
States. 


Summaries of each of these 
State laws are published in this 
issue of AIR CONDITIONING AND 
REFRIGERATION NEWS, and are well 
worth careful study and digestion, 
because they are going to affect 
practically every dealer. 


New Law Amends 
Sherman Anti-Trust Act 


The Tydings-Miller bill amends 
section one of the Sherman Anti- 
Trust Act (which prohibits con- 
tracts in restraint of trade) with 
the provision that nothing therein 
should render illegal contracts 
prescribing minimum prices for 
the resale. of trademarked or 
branded commodities, when con- 
tracts of a similar nature (relating 
to intrastate trade) are lawful in 
the state or territory in which 
the retail sale is to be made or 
to which the commodity is to be 
transported. 


Under the, terms of this bill 


any further encroachment of 


business should be resisted. 


But by and large, Fair Trade 
legislation is being greeted heartily 
by those engaged in the sale of 
nationally advertised specialties to 
the public. 


Business Still to Be Won by 
Those Who Go After It 


Nevertheless the passage of such 
legislation should not be a signal 
for dealers and distributors to sit 
back on their haunches and relax. 
Business will still belong to the 
man who goes after it, and the 
fact that price competition may 
be removed from the scene does 
not mean that other types of 
competition will go by the boards, 
too. 


Moreover, retail price mainte- 
nance on nationally advertised 
lines will probably encourage 
private brands. There is a possi- 
bility that Sears Roebuck and 
Montgomery Ward, for example, 
may undercut the market even 
further. And there is a strong 
likelihood that department stores 
may feature private ‘brands as 
loss leaders. 


Act Does Not Make 
Contracts Mandatory 


It should be noted that this bill 
does not require manufacturers 
and retailers to get together 
on price maintenance contracts. 
Rather, it merely approves them. 
Retail associations are saying, 
however, that if manufacturers 
don’t come through, mandatory 
legislation will be sought. 


Undoubtedly pressure will be 
brought to bear on the recalci- 
trant, with the threat of wholesale 
boycotts always in the offing. 
Nevertheless, many appliance 
manufacturers are not rushing to 
get on the bandwagon. 


Philco, for example, has _in- 
formed the Electrical Appliance 
Dealers Association of Brooklyn 
that, for the present at least, no 
contracts will be signed with New 
York dealers under the Feld- 
Crawford Act. Too much price 
legislation, Philco executives feel, 


_ will have an adverse effect on the 


appliance business. 


Trade-in Allowances 
May Be Troublesome 


Another angle to be considered 


_ is the probability that price-cutting 


will continue in many places under 
the guise of trade-in allowances. 
Those municipalities in which 
dealer associations have not been 
formed, or where the trade-in 
problem is not under control, may 
find this type of underselling to 
be more insidious than open price 


| slashing. 


So, welcome though Fair Trade 
legislation may be, and bright as 


the prospects for a profitable 1938 
may seem, dealers everywhere will 
need to take stock of themselves 
and their organizations, their 
plans and their policies, to deter- 
mine if they are set up to take 
advantage of a new and different 
merchandising situation, and to 
meet new types of competition. 


Well-trained specialty salesmen 
and honest-to-goodness_ specialty 
dealers should find the situation 
much to their liking. The lazy 
and the unimaginative types—both 
of which have heretofore had to 
rely on price-cutting to win busi- 
ness from competitors—will need 
to do some studying and thinking 
and revising. 


LETTERS 


Powel Crosley, Jr. Answers 


Commissioner Payne 


Crosley Radio Corp. 
Cincinnati, Ohio 
Aug. 16, 1937 
Editor: 

Following is the text of a letter I 
have written to Commissioner George 
Henry Payne, Federal Communica- 
tions Commission, Washington, D. C., 
and which I wish to make public. 


Dear Mr. Commissioner: 


Your letter to me which I saw in 
the newspaper this morning, in ad- 
vance of its receipt by me, refers to 
the request you made for certain 
information last October, at the hear- 
ing before the broadcast division of 
the Federal Communications Commis- 
sion, of which I understand you are 
not a member. Because you chose to 
make the press the vehicle for what 
you apparently consider an _ official 
communication, I avail myself of the 
same unusual method in reply. 

You doubtless recall that I advised 
you that the information you _ re- 
quested was not available then; that 
I would have it prepared and submit 
it to you. I dictated a letter on 
Nov. 17, 1936 and attached thereto a 
copy of a financial analysis. As this 
was prepared at your personal re- 
quest, I preferred to have it presented 
personally to you. 

Our general counsel, Mr. Charles 
Sawyer, of Cincinnati, at my request, 
undertook to present my answer to 
your questions in person. Due to the 
fact that you were not in Washington, 
but were ill in New York and later 
in Florida, he was unable to contact 
you until some time later when he 
made an appointment to see you in 
Washington. When he appeared at 
your office he was told by your secre- 
tary that you could not see him and 
he thereupon asked when he might 
have a chance to discuss the furnish- 
ing of this information with you and 
was told that until I heard from 
you the matter could be held in abey- 
ance. I have had no further com- 
munication from you or your secre- 
tary in reference to this matter until 
I read your letter in the papers this 
morning. 

As further evidence of the fact that 
we were not trying to avoid contact- 
ing you in this connection, I would 
state that Mr. William S. Hedges, 
vice president in charge of broadcast- 
ing, early this spring also called at 
your office after having made an ap- 
pointment and when he reached your 
office was advised by your secretary 
you were too busy to see him. 

As stated above, my reply to your 
request for information was written 
last November. I am sending it to 
you now as in compliance with my 
promise to you at the time of the 
hearing. The delay in sending it is 
due wholly to your unwillingness to 
accord our representatives the cour- 
tesy of a meeting and the statement 
that until we received further word 
from you, we might withhold sending 
the letter. 


You make an invidious reference to 
the circumstance that I included you 
in an invitation to some of my friends 
in Washington to attend the All-Star 
baseball game. As the president of the 
Cincinnati ball club I had been al- 
lotted a number of tickets to this 


| game. As it was my feeling, as I 


stated to you in my letter of Nov. 17, 
that I should like to know you better 
personally, although I had contrary 
to your statement in your letter met 
you previously, I had hoped to see 
you again. As it turned out, I myself 
was unable to be in Washington that 
day and have not been in Washing- 
ton since last October. While some 
of my friends attended the game and 
others did not, you are the only one 
who has questioned the motives of 
my invitation. 

In response to the further request 
made in you letter that I furnish you 


with answers to certain questions pro- 
pounded by you on or before Sept. 
13, I must respectfully decline. I do 
so upon advice of counsel that this 
is a personal as distinguished from 
an official request. Although widely 
accepted by the press as official, it 
is none-the-less personal since you are 
not a member of the broadcast divi- 
sion, and have not been authorised 
by that division, or by the full com- 
mission, to make such a_ request; 
moreover, that a similar request is 
not being made of other stations. 


You refer to the monopoly of the 
500,000 watt field for the Crosley 
company. You are probably not fa- 
miliar with the fact that the Crosley 
company has pioneered experimentally 
every increase in power beginning 
with the establishment of the first 
5,000 watt broadcasting station. You 
should know that after proving its 
value from a standpoint of service 
to the remote listeners in over-riding 
static, we were permitted to pioneer 
the first experimental 50,000 watt 
transmitter for the benefit of the 
remote listeners. When it was proved 
efficient and useful many permits to 
other stations were granted and are 
still in operation. 

You find fault with the Crosley 
company for conducting its business 
“under an experimental license,” al- 
though our first 5,000 watt transmitter 
was operated first experimentally and 
later our 50,000 watt transmitter was 
operated first experimentally. May I 
bring to your attention that this 
classification is entirely in the hands 
of the Communications Commission. 
There has been before the commis- 
sion ever since January, 1935 an ap- 
plication to have the high power 
assigned to the Crosley company on 
a regular basis. At that time, two 
and a half years ago, our company 
felt that the experiment had already 
demonstrated the benefit of the in- 
creased capacity for remote and rural 
service. 

I note your statement that the 
practice of collecting commercial 
profits on the basis of experimentation 
is “definitely prohibited by the rules 


| of the commission.” On the contrary 


there are numerous’ experimental 
permits held by radio stations other 
than WLW all over the United States 
on which commercial business is 
being done, and I assume being re- 
ported in the course of routine to 
the commission. 

In your letter you refer to certain 
statements made on the floor of Con- 
gress. I have not seen those state- 
ments personally, but if Congressman 
McFarlane stated as quoted by you 
that we had increased our advertis- 
ing rate 50%, he was misinformed. 
The actual increase in rate was 20% 
although the increase in power was 
1,000%. 

Moreover, in your published letter 
you use this libelous implication 
“Immediately after my attempt to 
question you there was_ surreptiti- 
ously inserted into our annual report 
to Congress—a report that was never 
seen by any Commissioner—a gratui- 
tous and valuable advertisement of 
your station, confirming my impres- 
sion that there was something strange 
in Denmark.” 

Passing over the reflections in this 
statement upon your fellow commis- 
sioners, it will strike most people as 
remarkable that the Communications 
Commission sent to Congress as its 
official report a document that none 
of the Commissioners had ever read. 
I understand that the report in ques- 
tion dealing with the relative popu- 
larity of various radio stations from 
a coverage standpoint was prepared 
by your own experts and engineers. 
Certainly the Crosley company knew 
nothing about it, and first saw it 
when the report was issued. 

I hope that I have answered the 
questions raised in your letter. 

Powe. CROSLEY, JR. 


Corrected Figures on 


- Magazine Advertising 


This Week 
United Newspapers Magazine Corp. 
420 Lexington Ave., New York City 
Aug. 11, 1937 
Editor: 

I have just read with much interest 
the article in your Aug. 4 issue, en- 
titled, “Six Month Magazine Adver- 
tising Led By Frigidaire.” 

However, I do not understand why 
in your listing of the magazine adver- 
tising of the refrigerator manufac- 
turers for the first six months in 
1937, you have omitted This Week 
while including the American Weekly. 

Either This Week should have been 
included, or the American Weekly 
omitted, for the reason that they are 
both identical in being magazines dis- 
tributed by newspapers. The point is 
further emphasized by the fact that 
in Publishers’ Information Bureau 
they are both included in the maga- 
zine listings. 

I am making the point not only 
because I am interested, but also 
because the failure to include This 
Week in your figures has made them 
inaccurate inasmuch as This Week 
carried, in the first six months of 
1937, the third largest volume in 


dollars of advertising of mechanical, 


refrigerators among all magazines. 
You will, of course, find the figures 
in the Publishers’ Information Bu- 
reau, from which, no doubt, you got 
your other information. 

You will note that the inclusion 
of This Week’s figures creates an 
entirely different picture to that given 
in your issue of August 4. 

J. J. E. HeEssey, 
Advertising Manager. 

Answer: We suggest that you send 
complete figures showing refrigerator 
advertising in This Week, and that 
you send the complete schedule fc; 
all magazines if you have it availab}e 
. The figures published in the News 
were simply those furnished to us, 
since we do not attempt to compile 
this <ata ourselves. 


Aug. 17, 1937 
Editor: 

We have checked the figures on 
mechanical refrigeration advertising 
in your Aug. 4 issue and they cor- 
respond with ours from Publishers 
Information Bureau, as far as they 
go. 

The figures for This Week would 
change the situation outlined in your 
magazine, in the following respects: 

FRIGIDAIRE: This Week carried 
$46,600 worth of Frigidaire advertis- 
ing in the first six months of 1937, 
which would make Frigidaire’s tota] 
$471,855 instead of $425,255. 

WESTINGHOUSE: This Week car- 
ried $57,800 worth of this business in 
the first six months of 1937, making 
the total $392,810 instead of $335.010, 

NORGE: This Week carried $128,- 
600 worth of this advertising in the 
first six months of 1937, making the 
total $399,800 instead of $271,200. 

KELVINATOR: This Week carried 
$40,000 worth of advertising in the 
first six months of 1937, making the 
total $234,972 instead of $194,972. 

CROSLEY: This Week carried 
$4,140 of this advertising in the first 
six months of 1937. There appears to 
be an error in your figures, which 
total $129,948 instead of $124,948. With 
the addition of This Week’s advertis- 
ing, the total should be $134,088. 

Accordingly, this would change the 
order of these companies to: 

1st—Frigidaire 

2nd—Norge 

3rd—Westinghouse 

4th—Electrolux 

5th—General Electric 

6th—Kelvinator 

7th—Crosley, etc. 

J. J. E. Hessey, 
Advertising Manager. 


Do Readers Desire 


Patent Information? 


Gibson Electric Refrigerator Corp. 
Greenville, Mich. 
Editor: 

We should like to know if omitting 
the refrigeration patents in your 
magazine AIR CONDITIONING AND Re- 
FRIGERATION NewS is permanent or 
just temporary. This has been our 
chief reason for taking the magazine, 
and we would be greatly disappointed 
if this were discontinued, as evi- 
denced in the publication for the past 
several weeks. J. N. Rortn, 

Engineer. 

Answer: AiR CONDITIONING AND RE- 
FRIGERATION News has been presenting 
digested reports of all patents per- 
taining to the electric refrigeration 
and air-conditioning industries for 
more than 10 years. 

However, the publication of such 
patent information is‘ a job which 
consumes considerable time, money, 
and space in the News, and the 
editors have wondered whether the 
number of readers interested in such 
information justified the effort and 
space necessary to present the patent 
digests. 

We would like very much to get 
the reactions of other readers on the 
question of whether or not the pat- 
ents constitute interesting and vital 
information. If enough readers are 
interested in obtaining such data we 
may find a way to give it to them 
in the form of a_ supplementary 
service, even if it is decided to dis 
continue publication of the patents !n 
Aik CONDITIONING AND REFRIGERATION 
News. 


Mr. Earl Sells Lipman 
And Herman Nelson 


C. H. Earl 
Refrigeration Service Co. _ 

1112 Garfield Ave., Bay City, Mich. 
Editor: 

In your July 14 issue of Air ConpDr- 
TIONING AND REFRIGERATION NEWS; you 
have given us a write up on ou 
Marine activities, as regards refrig- 
eration, for which we thank you. 

There seems to be a misunderstand- 
ing however regarding our status 
here as well as our dealership. 

We do not handle in any W4Y 
Kelvinator products. Neither do = 
make domestic installations ¢x¢eP 
upon request. We handle Lipman" yaar 
mercial refrigeration, and Herm 
Nelson heating equipment. ill 

We will appreciate it if you west 
make this correction in the — 
possible issue. C. H. EA 
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AIR CONDITIONING AND REFRIGERATION NEWS, AUGUST 25, 1937 


THE AIR AGE 


BY F. O. JORDAN 


More about Small, 
High-Velocity Ducts 


General Electric S. A. 
Av. Roque Saenz Pena 636 
Buenos Aires, Argentina 
Air Conditioning Editor: 

We are greatly interested in your 
article “A New Stunt for Cutting 
Cost and Size of Ducts” published in 
the June 9, 1937 issue of the NEWS. 

We shall be greatly obliged to you 
if you can supply us with more 
details and_ specifications on the 
subject, so as to enable us to try 
this system out locally. 

J. PODNOSSOFF 

Answer: More details regarding 
the method of cutting cost and size 
of ducts mentioned June 9, are given 
on Page 11 of the July 21 issue of 
the NEWS under the heading ‘The 
Principle of Small High Velocity 
Ducts.” 

As explained in that article, the 
method which has been used is to 
deliver outside air by means of a 
central supply fan through a system 
of small ducts and through a jet in 
each room. This arrangement is 
such that the additional air, which 
must be circulated through the air- 
conditioning coil in order to carry 
the required refrigerating or heating 
load, is aspirated from the room 
itself as recirculated air, and blown 
through the coil. 

In this way, only about 25% of the 
total air is handled by the fan and 
carried by the ducts at comparatively 
high pressure and velocity, so that a 
considerable reduction in fan and 
duct sizes results. 

Another arrangement which seems 
feasible would be to condition the 
outside air by passing it through a 
central air-conditioning coil and 
ous rooms through small ducts and 
delivering it already treated to the 
various rooms through small ducts 
and aspirating mixing chambers 
located in the rooms. Through these 
a sufficient quantity of secondary air 
would be aspirated from the room 
and mixed with the primary treated 
air to temper it as necessary so as 
to permit delivery into the room 
without undesirable results. 

The advantage of the latter method 
would be the centralization of all 
mechanical and air-treating equip- 
ment, and the elimination of refrig- 
erant tubing to the various rooms. 

Its disadvantages would be the 
duct insulation which might be made 
necessary by the very low tempera- 
ture (or high temperature in winter) 


air required in the ducts in order to | . " 
poeta. = given cooling and dehu- ; night air into the house during the 


midifying (or heating) effects with 
small air volumes; and the lower 
suction temperatures (probably about 
30 pounds Freon-12) which would 
be required at the compressor in 
order to obtain the necessary air 
temperature and dewpoint reduction 
So as to enable a given refrigerating 


effect to be delivered to the rooms | 
: system for a whole house. 


by small air quantities. 

Since the aspirating nozzles, sec- 
ondary air passages, primary air 
pressures, and other factors would 


depend upon the requirements of 
each installation, we suggest that 
you work out the details with the 
help of the local fan sales engineer 
from whom you purchase your fans. 

Any sales engineer in the fan busi- 
ness should be able to furnish you 
with the required information, as the 
principle of aspirating larger volumes 
of secondary air by means of much 
smaller volume of primary air is 
established practice of long standing 
in industrial ventilation. 


N. Y. Herald Tribune 
On Air Conditioning 


A clipping from the New York 
Herald Tribune Home Institute sent 
in by a reader who seems to be 
interested in the ‘truth about attic 
ventilation,” reflects the Herald 
Tribune’s idea of the comparison be- 
tween various methods available for 
cooling your home. 

Says the clipping: 

“Three different ways of producing 
summer comfort, besides the _ top- 
notch and luxurious way of refriger- 
ating air, are available today. They 
are: operating the fan in a winter 
warm-air system; installing an attic 
fan; or buying one or several room- 
cooling units. 

“Unless your house is equipped 
with ductwork, you cannot take ad- 
vantage of the cheapest way to be 
‘cooled,’ which is to keep the air 
moving in the summer, minus the 
heat. 


“The trick is to bring in cool night 
air while you sleep, then close all 
the windows tight during the heat 
of the day and keep on recirculating 
that captured night air. 


“Attic fans, although compara- 
tively little known in this part of 
the country, are popular air cooling 
devices throughout the South where 
people learned to ‘do something’ 
about the hot weather even before 
the perfection of true air cooling. 


“These giant electric fans, with 
diameters of from 30 to 48 inches, 
are placed under the eaves in your 
attic, the hottest place in the house, 
of course, since heat rises to the top. 
Grilles are located in ceilings below, 
unless there is a good-sized central 
hallway. The fan sucks all of the 
hot air up from the lower part of the 
house as if through a flue, sending 
it out through vents in the attic. 


“Its success is dependent, like that 
of the circulating system, on there 
being cool nights, for it draws cool 


moonlight hours, and is shut off when 
the house is shut up in the morning. 


“Room units are perhaps the most 
popular summer conditioning devices 
short of complete installation of a 
house-cooling unit. This is because 
they offer, within the confines of one 
room, all the processes that you 
associate with an _ air-conditioning 


“There are, for instance, room 
units which do only the circulating 
and filtering job. These are the units 


$¢s CASH IN $ 


* Door gaskets offer a vast replace- 


ment market which is growing 


— month. Why not cash in 
On this opportunity by being 
one of the first to offer this much- 
needed service? 


It’s plus business that is easy to get. 
Easy to handle, too, if you rely on 

iller. You can service 80% of all 
tefrigerators made to date from 


the Miller condensed line of 20 
gasket types. —— type gaskets 
are also available, if needed. 


Every owner of a refrigerator 5 
years or more old is a prospect 
for this service. Supply it and 
add to your profit. Send for 
illustrated price list. Call your 
local jobber, or if he cannot sup- 
ply you, write direct. 


THE MILLER RUBBER COMPANY, INC. e AKRON, OHIO 


| 


naineers in Rubber“ 


which usually are set in windows 
and which supply, fresh, silent, con- 
stantly-moving air. 

“Then there are other units, housed 
in metal rectangular casings much 
like radiators in appearance, which 


contain the coils, compressor, and 
refrigerants within themselves, to ; 


cool and dehumidify the air in your 
room. They are, naturally, more 
expensive than the circulating and 
filtering kind, and up to now are 
found more in offices than homes. 


“But .. . air cooling is the most 
precious of the three precious gems 
in the valuable collection of comfort 
aids for this season of the year. 
Its effect is enhanced even in June 
by the other functions of summer 
air conditioning, notably circulation 
of air, plus dehumidification and 
filtering. That rich diadem of luxury, 
a complete air cooling plant with 
coils and chemicals that actually 
lowers air temperature. .. .” 

This impartial clipping brings out 
Air Age’s point that circulation of 
night air through your home consti- 
tutes a relief from mid-summer’s 
heat which is well worth your while 
if you can afford nothing better, 
but that if you want the ‘most pre- 
cious gem” of summer comfort, buy 
refrigerated air conditioning. 

Can the “public” afford it? 


A visit to his nearest air-condi- 
tioning dealer would show him that 
if he is building a new insulated 
home with a forced warm-air heat- 
ing system so arranged that its 
effect can be confined to the first 
floor in the daytime and the second 
floor at night, 24-hour-a-day sum- 
mer cooling by refrigeration can be 
had with the addition of less than 
a dime a day to your mortgage 
principal payments. 


White for Bulletin 3-1 


THAT WILL tll 


TEMPRITE PRODUCTS CORPORATION 


1349 East Milwaukee Ave. ® 
ORIGINATORS OF INSTANTANEOUS LIQUID COOLING DEVICES 


Detroit, Michigan 


$ $ 


WHAT IT IS 


WHERE IT iS USED 


WHAT IT DOES 


TWO ELEVEN ROOM 
THERMOSTAT | 


In either high or low voltage 

control circuits of heating 

‘and air conditioning installa- 
tions, 


Controls operation of burner motor, Sole- 
noid Valve, damper motor, or Thermotor gas 
valve in accordance with changes in room 
temperature, 


~ HUMIDISTAT 


In either high or low voltage 
control circuits of air con- 
ditioning or humidification 
installations. 


Controls the operation of solenoids, motor 
operated valves, damper motors, relays, 
heaters, compressors or fans in accordance 
with changes in humidity. 


NO. 691 


DIFFERENTIAL 
THERMOSTAT 


In’ low voltage circuit for 
summer air conditioning in- 
stallations. 


Automatically controls operation of cooling 
' ynit to maintain a specified difference be- 

tween indoor and outdoor temperatures. 
Prevents ''Over-Cooling”’. 


NO. 431 
: Duct Damper Motor 


2 


On duets for forced air con- 
_ditioning systems. — 


Operates duct damper and Automatic 
Stoker, Oil.or Gas Burner in response to 
zone thermostat. 


NO.683-R3 & 683-W2 
SOLENOID VALVES 


In the liquid or suction line 
of refrigerating units and in 
the water supply line of 
humidifiers. 


Controls the flow of refrigerant or the flow 
of water in response to action of thermo- 
’ stat, pressure switch or humidistat. 


SOLENOID VALVE 
(Large Capacity) 


Large Capacity valve for re- 
frigeration liquid or suction 
lines or water supply lines. 


Controls flow of refrigerant or water. Oper- 
ated by pressure, temperature or humidity 
control, 


NO. 250 Series 
CONTROLS FOR 
REFRIGERATION 


In commercial refrigeration 
and-air conditioning systems. 


Controls operation of compressor in accord- 
ance with changes in temperature, pressure 
or vacuum, Available with or without high 
pressure cutout. 


NO. 673 


THERMOSTATIC EX- 
PANSION VALVE 


In liquid line to evaporator 
coil of cooling and refrigera- 
tion installations. 


Keeps evaporator full of refrigerant at all 
times, avoiding tempe-ature lag or motor 
overload in starting. 


No. 781, 783 & 785 
THERMOSTATIC EX- 
PANSION VALVES 


' Large capacity valves used in 

liquid lines to evaporating 

coils of large air conditioning 
installations. ; 


Keeps evaporator completely refrigerated 
and entire system in perfect balance, 
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AIR CONDITIONING AND REFRIGERATION NEWS, AUGUST 25, 1937 


SERVICE METHODS 


Operation of A Refrigerant 
Leak Alarm Signal Device 


BY K. M. 


The McKee signal device, as the 
name implies, is a device which 
serves to warn the owner or operator 
of an air-conditioning or refrigera- 
tion system that the system has 
become short of refrigerant. 

Shortage of refrigerant in a sys- 
tem not only decreases the efficiency 
of the system, but in some cases 
the escaping refrigerant may cause 
hazardous conditions. Also, such a 
device may serve to save a sizeable 
amount of money for the owner of 
a system using a large amount of 
refrigerant, in the event that a leak 
in the system should occur. 

The McKee leak alarm device con- 
sists essentially of a small refrig- 
erant receiver, mounted in a steel 
cabinet and suspended for a _bal- 
anced weighted lever arm, permitting 
a limited movement up and down 


NEWCUM 


very similar to a scale, and it is 
possible to set the weight on the 
lever arm so that the arm will fall 
at the weight end when a definite 
amount of refrigerant has passed out 
of the small receiver, or raise the 
weight when refrigerant is added. 
By mounting on the lever weight 
arm a sensitive mercury switch, that 
will make or break contact as the 
lever arm tilts up or down, the verti- 
cal motion of the receiver is used 
to signal an alarm. With one lever 
arm operating through a definite 
vertical tilting limit, the device reg- 
isters variation in refrigerant levels 
in the small receiver at one level. 
Adding a second lever arm and 
switch, adjacent to the arm on which 
the receiver is mounted—which arm 


will be tilted in a vertical plane by 
lugs when the receiver arm’s travel 


Fig. I1—Diagram of Equipment Used in Leak Alarm Device 
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is increased—results in a two-level 


leak alarm signal device that will 


register a loss of refrigerant from 
the small receiver, whether the re- 
frigerating machine is operating or 
not. 

The above described the equipment 
shown in Fig. 1. 

By consulting Fig. 2, the following 
items may easily be located: 

1. Floating receiver. 


Fig. 3—Wiring Diagram for 3-Phase 220-Volt Current 


2z0 Vol4 Line 


Red Light Indicates 
Loss of Gas 


Position of Switches 
Except When Testing 
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72 Use Bi Switch 
@ to Shut Off Bell 


Position of Switches 
to Test Bell Circuit 


Bell Should 
@ Ring Immediately 


® & Position of Switches 
to Test Entire 
Control Panel Circuit 


Bell Should Ring 
& Alter 4 to 6 
Minute Delay 


Oo 1 1&o 
© |@ Ox 


Motor 


as the amount of refrigerant varies 
in the small receiver. 

From the large receiver, flexible 
tubing connects to the small receiver 
at top and bottom for gas and liquid 
lines. 


OPERATION OF SIGNALS 


As the refrigerant level in the 
large receiver rises and falls, a cor- 
responding change in level occurs in 
the small receiver. The mounting and 
connections to the small receiver are 
delicate enough to disturb the bal- 
ance when less than one ounce of 
refrigerant enters or leaves the re- 
ceiver. 


By having a movable weight on 
the lever arm, the device becomes 


COAST-TO-COAST 


DISTRIBUTION! 


Wherever you are you’re always 


near the source of 


(DU PONT METHYL CHLORIDE) 


Prompt delivery in standard containers 
from stocks in principal cities. Write 
for list of distribution points. 


"eT r par OFF 


E. I. Du Pont de Nemours & Co., Inc. | 
THE R. & H. CHEMICALS DEPT. | 


Wilmington, Delaware 


ARTIC—the preferred Methyl 
C‘doride for Service Work 


TIGHT CLOSING 
POSITIVE OPENING 
SOLENOID VALVE 


* Illustrated is the GENERAL 
K-15 Magnetic Valve specific- 
ally designed for the control 
of refrigerants. Tight closing 
with the line pressure on top 
of the seat... current failure 
.-. fully ported to handle large 
capacities at a minimum pres- 
sure drop ... fully powered to 
provide instant opening .. . 
quiet in operation. 


es 


1505 Broadway, Cleveland, Ohio — - i 
Te: 267 Sth Ave., New York City,N.Y. a 


DEPEND ON 
GENERALS 


GENERAL CONTROLS 


1370 Harrison St., San Francisco, Calif. 5 
421 Dwight Building, Kansas City, me. 2 


2. Floating receiver liquid connec- 
tion. 

3. Floating receiver gas connec- 
tion. 

4. Floating receiver weighted arm. 

5. Stationary support secured to 
the top of the cabinet, from which the 
lever arms are suspended. 

6. Floating receiver arm movable 
weight. 

7. Second arm movable weight. 

8, 9, 10, and 11. Limit points con- 
trolling movement of the lever arms. 

12 and 13. Mercury switches lo- 
cated on bakelite panel secured to 
No. 4 weighted arm. Switches are 
set at slightly different angles. 

14. Movable compensating weight 
to balance No. 15 arm when small 


receiver is balanced at highest level. 
16. Stationary pakelite panel at- 


(Concluded on Page 13, Column 1) 


SHIFTERS 
o AIR 


THAT PEP YOU UP! 


Investigate Improved Humidity 
Control By Use Of Activated Alumina! 


Air as exhilarating as mountain 
zephyrs! Isn’t that what the poate 
wants from air conditioning? 

In analyzing beneficial atmos- 
~ ns like those at Denver and 

ucson, low relative humidity is 
recognized as the key to the health- 
ful, invigorating quality of the air. 
Air conditioning equipment em- 
ploying Activated Alumina can 
deliver the same type of warm, dry 
air. Activated Alumina adsorbs mois- 
ture. It eliminates the ‘“clammi- 
ness” and “shock” often found 
objectionable when air is cooled 
but not properly dehumidified. 

Our engineers will gladly discuss 
with you the significance of this de- 
velopment. It promises to influence 
the eles of economical home com- 
fort conditioning equipment and in- 
dustrial systems to reduce humidity. 
Ask us for the new booklet, Activated 
Alumina, Its Properties and Uses. 
ALUMINUM ORE COMPANY. 
Sales Agent! ALUMINUM COMPANY 
OF AMERICA, Pittsburgh, Pennsylvania. 


 / ) 


_ ALORCO — 


Reg, U.S. 


on ae 
ALUMINA 


FOR REDUCING HUMIDITY 


} The belt you need when 
you need it. 


, Service your customers 
faster. 


’ Gilmer jobbers are on 
the job. 


b Full stocks on hand 
always. Prompt deliveries 
everywhere. 


+ No waiting ... No dis- 
satisfaction . . . No sales 
or customers lost. 


D Get Gilmer V-Belts. 
i Gilmers fit the job. 


+ Belt engineers build 
Gilmers on the world’s 
largest assortment of 
V-moulds. 


New 120-page Gilmer Catalog 
Get yours today 


L. H. GILMER CO. 


Tacony, Philadelphia 


The Oldest Firm of Rubber Fabric 
Belt Specialists 
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Fig. 2— 
McKee’s 
Leak 
Alarm 
with 
Parts 
Numbered 


Electrical Hookup for 
Leak Alarm Device 


(Concluded from Page 12, Column 5) 
tached to bottom of steel cabinet on 
which are mounted binding posts 
H-L-C for the electrical connections 
to the control box, usually located 
on the adjacent machinery room wall. 


ELECTRICAL HOOK-UP 


Wiring connections H-L-C from the 
panel to the control box for three- 
phase, 220-volt alternating current 
are shown in Fig. 3. 

Note that two of the hot leads are 
taken above the compressor motor 
starter and one below the motor 
starter, which means this line is 
hot only when the compressor is 
operating. 


® 


This raises the solenoid switch and 
keeps the controls open, thereby dis- 
connecting the top of full level H. 


TIME DELAY SWITCH 


If, while the compressor is oper- 
ating, the liquid falls in the receiver, 
permitting the balancing weight to 
drop the arm and connect the L or 
low level hot circuit, current will 
pass to the coil in the time delay 
switch. If after an interval of about 
five minutes the circuit has not been 
broken, the time delay switch will 
close and continue the hot circuit 
through the transformer generating 
the 10-volt circuit, causing the bell 
to ring and indicating a shortage of 
gas in the system. 

Time delay switch is used to pre- 
vent signals on sudden surges of 
refrigerant out of the receiver, when 
the cooling system is first turned on. 


Davidson Revamps Service 
Dept. to Aid Dealers 


SOUTH BEND, Ind.—Davidson 
Sales Co., Copeland distributor, has 
altered its service department to in- 
clude a complete dealer service and 
replacement parts set-up on prac- 
tically all makes of refrigeration 
and air-conditioning equipment, ac- 
cording to J. E. Davidson, president. 

The revamped department is under 
the direction of Max Dinsmore, who 
has a staff of factory-trained men 
working under him. 


L. M. Davidson is treasurer of the 
company. 


Century Electric Arranges 
Exchange of Stock 


ST. LOUIS—Century Electric Co. 
has announced to its stockholders 
that arrangements have been made 
to exchange present $100 par value 
Shares of stock for $10 par value 
shares. The exchange was effective 
Aug. 1. 


B-L Electric Mfg. Co. Names 
4 New Officials 


ST. LOUIS—Appointment of Irvin 
W. Veigel as treasurer and Carl E. 
Peters as secretary of B-L Electric 
Mfg. Co., maker of B-L rectifiers and 
condensers, was announced here 
recently by Harold J. Wrape, presi- 
dent. 

Other officers named at this time 
include R. W. Mansfield, superin- 
tendent, and Carl H. Massot, pur- 
chasing agent. 


Patton & Kramer Join 


Apex Sales Staff 


CLEVELAND—Paul FE. Patton 
and Robert E. Kramer have joined 
the sales force of Apex Rotarex 
Corp., appliance manufacturer, ac- 
cording to an announcement by C. 
W. Smith, sales manager. 

Mr. Patton will do special sales and 
promotion work in the southern divi- 
sion. Mr. Kramer will operate in 
the western division, with head- 
quarters in Chicago. 


REFRIGERATION JOBBERS 


Airo Sponsors ‘World 
Series’ Letter Contest 


CHICAGO Airo Supply Co., air- 
conditioning and refrigeration sup- 
Plies jobber here, has initiated a 
“win-a-World-Series-ticket” contest 
m an effort to secure additional 
accounts this summer. 

Open to firms now dealing with 
the company and to non-customers, 
the contest rules require entrants to 
Write a 50-word letter telling why 
they like to buy from the company, 
or, in the case of non-customers, 
Why they haven’t been buying. 

In addition to this, entrants must 
Write a slogan to go with the Airo 
name. Winners will receive a free trip 
to the World Series ball games, with 
all expenses paid. 


Channon Co. Publishes 
New Catalog 


ei ECAGO H. Channon Co. re- 
'8eration and air-conditioning parts 


a Supply jobber here, recently 
“sg & new 126-page catalog cover- 
po Feary line of refrigeration, air-con- 
“ning and heating supplies and 
€quipment. - 
PP book, Catalog No. 11, indexes 
Spe Products carried, and contains 
Cifications, pictures, descriptions, 
and price lists, 


Harry Alter Co. Fall 
Catalog Ready 


CHICAGO-—Harry Alter Co., re- 
frigeration supply jobber, has issued 
its fall catalog of tools, supplies, and 
other equipment for domestic and 
commercial refrigeration as well as 
air conditioning. 


A line of replacement parts for 
ice cream cabinets and a line of 
Kerotest valves have been added to 
the company’s stock, and are _ in- 
cluded in the catalog. The new Strang 
evaporative condensers are listed and 
fully described. 


Since issuance of its catalog, the 
Alter company has made a complete 
change in its liquid receivers and 
water-cooled condensers, and has 
added a line of Standard fast ice 
evaporators. A number of miscel- 
laneous items also has been added. 


Coleman Issues New 108-Page 
Refrigeration Catalog 


BROOKLYN—Coleman Electrical 
Supply Co., Inc., refrigeration supply 
jobber, has prepared a new 108-page 
catalog listing products which it 
handles for dealers and service men. 

Wolfe Bishara, formerly’ with 
Melchior, Armstrong, Dessau Co., of 
New York City, is head of Coleman’s 
refrigeration department. 


SOME SAID IT COULDN’T BE DONE—BUT 
WE’RE DOING IT EVERY DAY! 


Some refrigeration men were skeptical when informed that return bends of Peerless Coils were 
rifled—same as straight lengths of tubing. Our only comeback is—we're doing it every day. 


Let’s hear from Jim Noell, manager of Peerless’ Pacific Coast Factory, on this subject. 
Indicating a ‘‘Non-Soldered Return Bend” on a Peerless Finned Ice Cube -Maker, Jim states: 
“The ‘Rifling’ is there to maintain uniform refrigerant flow throughout the coil; washing 
refrigerant against the entire tubing wall of return bends as 
well as the balance of the coil. Thus, heat transfer capacity of 
the entire coil is increased over 30%.” 

This Finned Ice Cube Maker, by the way, is a mighty hand 
unit when both refrigeration and ice manufacture are desired. 
There are 157 shapes and sizes which take care of about every 
requirement for a unit of this type. 


PEERLESS of AMERICA, Inc. 


ESTABLISHED IN 1912 AS THE PEERLESS ICE MACHINE CoO. 
Main Factory—General Offices 
.515 West 35th Street 
Chicago 


New York Factory Pacific Coast Factory 
43-20 34th Street 3000 S. Main Street 
Long Island City Los Angeles 


JOBBERS IN ALL PRINCIPAL CITIES 


PERFORMANCE 


PEERLESS . FOR 


COOLING EQUIPMENT 


You can Sell ca G PERFORMANCE BASIS! 


DELCO 


Beverage and 
Beverage-Food COOLERS 


oe al PELCO outperforms any other cooler 
you've ever seen! You cai reload it 
every 30 minutes! Makes its own floating 
ice, automatically, as needed. Any place 
that sells bottled beverages is a prospect. 


tesco 


Complete line. For money-saving, trade- 
building performance, wise buyers choose 
PELCO. Get the facts! Address Desk A87 


Me. 44 Teiighaalion Bintied ,e) 


MPTP PORTABLE ELEVATOR MFG. CO. 


PELCO Model 200 Beverage-Food 
Cooler. The swing is to PELCO. 


in Canada 
UNIVERSAL COOLER CO. of 
CANADA Ltd.. Brantford, Ontario 


ILLINOIS 


CAT. NO. 


K-99H 


KASON 


Drop-Shelf BRACKET 


This bracket is popularly used to ae outing boards and 
wrapping counters for refrigerated play cases. It is attached 
onto the back of the case and so permits the clerk to face the 
customer uninterruptedly while serving. Will suvport 100 Ibs. 
weight and a shelf up to 10 inches wide. 

This and numerous other items of supplementary hardware for 
the refrigerator are presented in section “D” of now catalog 
No. 38 now ready for distribution. 


KASON HARDWARE CORPORATION 


127-137 Wallabout Street, Brooklyn, New York 


STURDY CONSTRUCTION 


UY DUTY Kéftigetatots 


sy 


f ie ¢ 


ae, 


This beautiful lino of Modern Heavy Duty Refrigerators was 
developed for use where tho service is hard, and where a large 
amount of storage space is required. 


Sectionally built. Meat racks may be substituted for shelves 
if desired. Easily cleaned---their sanitary and hygenic value, 
ls to hospitals, hotels and school lunchrooms. 


Pr 


Also available with Golden Oak oxterior, if desired. 
Sold thru Distributors only. Write for Folder 7300. 
SPECIAL DESIGNS BUILT TO ORDER 


. Ti ERIE, PENNSYLUANIA 
SALES OFFICE: 420 FOURTH AVE. PITTSBURGH, PA. 


fim 
10.356 


it ANCO eeftigerator thermostats are 

built to save the time of service men. 

Stainless Steel for strength—positive overload pro- 

tection—outstanding simplicity of construction and 

ease of adjustment! In addition, more EXACT RE- 
PLACEMENTS than any other line. 


RANCO, Inc., Columbus, Ohio. 
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Clit Conditioning Made Casy —m F. ©. 


Selecting Equipment for Direct Expansion Systems 


SECTION NO. 20 (Part 2) 
Selecting Equipment 


Air Conditioner Introducing a Pro- 
portion of Outside Air, With Sepa- 
rate Condensing Unit. 


This type of air-conditioning unit 
must be used, when the ratio of oc- 
cupancy to room volume or odors 
resulting from tobacco smoke or other 
factors, makes necessary the intro- 
duction of a proportion of outside 
air for ventilation purposes. 

When this type of air-conditioning 
unit is used, a proper location must 
be provided within a reasonable dis- 
tance from the air-conditioning unit 
for the condensing unit. 

With this type of unit, the refrig- 
erant temperature in the coil may be 
varied over a considerable range by 
the proper selection of the condensing 
unit and its operating conditions. The 
air delivery through the coil may be 
varied over a wide range also by 
varying the setting of a fixed by-pass 
damper, or by changing fan speeds. 

By selecting the proper refrigerant 
temperature and air delivery, any 
desired combination of total capacity 
and latent-to-total capacity ratio over 
a wide range may be obtained from 
the same unit. 

Thus one actual model may be 
made to serve as a great number of 
different units of varying capacities 
and latent ratios, suitable for many 


different sizes and types of projects 
varying not only in size but in oc- 
cupancy concentration as well. 

With the air-conditioning unit 
through which outside air is drawn, 
the selection of the coil is consider- 
ably more complicated than when only 
outside or recirculated is used because 
the mixing of outside air at higher 
dry-bulb and dewpoint temperatures 
raises the dry-bulb and dewpoint 
temperatures of the air entering the 
coil above those of the air which is 
circulated from the conditioned space. 

Since the dry-bulb and dewpoint 
temperatures of the air entering the 
coil must be known in order to deter- 
mine the capacity and latent ratio 
of the coil, it is necessary to deter- 
mine the dry-bulb and dewpoint tem- 
peratures of the mixture before the 
equipment can be selected. 

The difficulty lies in the fact that 
the condition of the mixture cannot 
be determined until the proportion of 
outside air to total air circulated is 
known, and this proportion cannot be 
known until the total quantity of air 
is known which must be circulated 
through the coil in order for the 
coil to develop the required capacity. 
This total quantity of air cannot be 
determined until the coil and its 
operating conditions have been se- 
lected, and this, in turn, cannot be 
done until the entering air condi- 
tions have been determined. This fact 
necessitates certain assumptions. 

The proper method of selection de- 


Table 23—Approximate Cubic Feet of Air Circulated 
Through Coil Per Ton Refrigeration Capacity 


Approximate Air , 
Through Coil (C.f.m./Ton) 


Ratio of Latent 


Recommended Total 
Air Circulation 


Load to Total Load Coil 6” Deep Coil 12” Deep (C.f.m./Ton) 
Col. A Col. B Col. C Col. D 
20 600 550 550-600 
25 550 435 500-550 
30 475 380 450 
35 345 310 400 
40 265 215 350 
45 250 185 300 


Note: The figures in columns “B” and “C” are the approximate air quantities in 


C.f.m./Ton Total Refrigeratin 
enable it to carry the load. 


Capacity which must be circulated through the coil to 
he air quantities listed in Column “D” are the total air 


quantities which should be circulated through the equipment and delivered into the 
conditioned space in order to obtain good air movement and temperature distribution. 


Table 24—Air Mixture Table 


This table shows the effect upon the 


resultant dry bulb temperature and 


dewpoint temperature when mixed with different percentages of outside air. 


Difference 
Between 
Outside and 
Inside Air 
Dewpoint 
Temp. °F. 


10% 20% 30% 


Per Cent of Outside Air Circulated 
40% 
Difference Between Mixed Air and 
Inside Air Dewpoint Temperature 


50% 60% 70% 80% 90% 


" 
wo 
_ 
~ 


- 
tS 
NNR RRR OS 
HwowmmmornH 
SB eS CO BD BO et 
WIKMNOSMOMS 
NINOS Boonono 
Dende aANS 
WOUIRoVAeors 
Dwwhanan 


ts 
_ 
tS 
na 
aw 
—) 


Mis ncSimn 


3 
5 
7 
8 
10 
12. 
14 
16 
18 


all aul aed eae 
AO OOD moO 


—o 
Om Nm mes 
WOWNA Rests 
-—-— 

wWMOD IMME 
WOMONvO 
-—-— oO 

KNOWS ISH» 
WAORONON 
WO winDio Does 


Difference 
Between 
Outside and 
Inside Air 


Difference Between Mixed Air and 


Temp. °F. Inside Air Dry Bulb Temperature Degrees 


— 
be 
—_— 
a 


— 

~ 
el el lh — 
DmWODH AMO DD | 
Cre COCO DIDI 
NWOPROAMWWOROMND! 
| MINMOOs mOOcotom 
| CNAOLOIMO ROO 
SCMWONIRTA Mesto 
PAWSON ARROWS 


\—_ 


| 
| 
| 
| 
| 
| 


to 
i) 
to 
— 
i) 
oo 


BONMODOUIM AEs 
RDWODMBwODD 
RWOOWBAWONW ADR 


eee 
a eiediede 
OAw mo OOOO 
wWOLOAwWWMHRODND 
he dad dead odert 
CONAN OOD S| TH 
BDNWAOHLWNUAOHWH 


| a leetond 
WHwRrOCOINAUS to 


| Sooo0050055: 


to 
ew 
aos 


pends somewhat upon whether or not 
the air-conditioning unit is provided 
with an air bypass damper which 
may be fixed in place to obtain vari- 
ous fixed ratios of bypass to condi- 
tioned air. (This damper is not to be 
confused with the automatic humidi- 
statically controlled bypass damper.) 
Generally, however, either of the 
following methods of equipment selec- 
tion may be used satisfactorily: 


Method No. One 

(a) If the unit is not provided with 
a bypass, or if a bypass damper is 
provided, but the design is such that 
the outside air mixes only with the 
air passing through the coil (not with 
the bypassed air), the air to be passed 
through the coil per ton of refrigerat- 
ing effect is determined from column 
“B” or “C” of Table No. 23. If a 
bypass is provided, and the design of 
the unit is such that the outside air 
mixes with the total air ci:culated 
through the wnit before the point 
where the bypassed air is taken off, 
the total air to be circulated through 
the unit per ton of refrigerating 
effect is determined from column “D” 
of Table No. 23. After the air per ton 
through the coil, or through unit has 
been selected as described above, the 
total airflow through the coil or 
through the entire unit is determined 
by multiplying the figure for the air 
per ton by the estimated total ton- 
nage of the load. 

(b) Determine the percentage of 
outside air by dividing the required 
c.f.m. of outside air required for 
ventilation (as used in making the 
same load estimate) by the total 
quantity of air to be _ circulated 
through the coil or through the unit, 
depending upon whether the outside 
air mixes with the air through the 
coil only, or with all of the air pass- 
ing through the unit. 

(c) Determine the dry-bulb and 
dewpoint temperatures of the mixture 
from the ratio of outside to total air 
according to Table No. 14, or by 
remembering that the rise in dry-bulb 
and dewpoint temperatures of a mix- 
ture will be approximately equal to 
the dry-bulb and dewpoint tempera- 
ture differentials respectively between 
the outside air and inside air multi- 
plied by the percentage obtained by 
dividing outside air quantity by the 
total air quantity. 

Although this relationship is not 
exactly true when air quantities in 
cubic feet are taken, the error intro- 
duced is small in the case of summer 
air conditioning. 

For example, the condition of the 
mixture resulting from mixing 1,000 
c.f.h. of outside air at 96° dry bulb 
and 72° dewpoint with 3,000 c.f.h. of 
inside air at 80° dry bulb, and 60° 
will be approximately 84° dry bulb 
and 63° dewpoint. This relationship 
may be expressed by the following 
formula: 

Ao 


TM = Ti + — (To — Ti) 
At 


Where 


TM=Dry bulb or dewpoint tempera- 
ture of mixture. 

Ti=Dry bulb or dewpoint tempera- 
ture of inside air. 

To=Dry bulb or dewpoint tempera- 
ture of outside air. 

Ao=Cfh of outside air. 

At=Cfh of total air. 


as 
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(d) From the air-conditioning unit 
Capacity Tables for entering air of 
the same dry-bulb and dewpoint tem- 
peratures of the mixture (interpolate 
if necessary) select a unit within 
whose capacity range the computed 
load falls, and select a refrigerant 
temperature (or suction pressure) and 
air delivery through the coil at which 
the total capacity at the mixture 
condition is equal to the total com- 
puted load, and at which the latent- 
to-total capacity ratio at the mixture 
condition is equal to or somewhat 


Method No. Two 

(a) Being guided by the amount of 
outside air which is to be introduced 
for ventilation in proportion to the 
size of the job, assume dry-bulb and 
dewpoint temperatures of the mixture 
of outside and recirculated air. 

Under the usual conditions of 80° 
dry-bulb and 60° dewpoint tempera- 
tures for inside design, and 96° dry- 
bulb and 70° dewpoint outside design, 
the mixture conditions for various 
types of occupancies may be assumed 


to be about as follows: 


x * * * 
Mixture Temperature 

Project Dry Bulb Dewpoint 
Goneral Office OF GalER BOOM .nc cc ccccccccccescsoccsces 83° to 85° 62° to 63° 
Restaurant (Medium Occupancy) ...........cccecccecees 86° to 88° 63° to 65° 
Restaurant (Very Heavy Occupancy) ................. 90° to 92° 66° to 67° 

”» * cd ak 

bd 


greater than the latent-to-total load 
ratio. 


If the air delivery of the unit 
selected differs materially from the 
air quantity which was estimated by 
the use of Table No. 23, the mixture 
condition should be refigured and the 
refrigerant temperature should be 
reselected upon the basis of the actual 
air-delivery and mixture condition. 


(b) Select a unit within whose 
capacity range the load falls, and 
select a refrigerant temperature and 
air delivery at which the total capac- 
ity (with entering air at a condition 
assumed from the average mixture 
temperatures tabulated above) is 
equal to the total load, and at which 
the latent-to-total capacity ratio (at 


(Concluded on Page 15, Column 1) 
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Our 1937 line offers extraordinary profit 
opportunities for refrigeration dealers. Your 
opportunity for sales to meat markets, food 
stores, restaurants, bakeries, etc., is great- 
est with the SHERER line. Write for details 
about the Sherer Case and Cooler 
Franchise . . . there are still desirable 
territories available. 
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nal a * 8 s * e s 
Considerations Involved in Selecting Condensing Table 27—Liquid ‘ 
j ine Si THE BUYER'S GUIDE 
Unit for Direct Expansion System Refrigerant Line Sizes 
Total Nominal Tubing Size (In.) 
A (Concluded from Page 14, Column 5) carry the load (as indicated by the | Capacity 0-50 Ft. 51-300 Ft. | - 
the assumed entering air condition) | Capacity Tables) by choosing the | (B.t.u.) Long Long 
is equal to or somewhat greater than | proper bypass damper opening and. 0- 24,000 3%” 1%” 
— the latent-to-total load ratio. fan speed. The proper fan speed and 24,000- 60,000 4” %” 
(c) As a back-check, divide the | bypass damper opening may be selec- 190 opp aa 0b Fs ” 
of outside air quantity by the actual ted from the Air Delivery Table for 
saa total air quantity circulated by the the unit. of a few pounds lower than the 
the unit selected, and from this ratio of As a general rule for summer con- | suction pressure in the suction header , 
a outside to total air; determine the | ditioning work, the airflow in c.f.m. | of the air-conditioning coil. DISTRIBUTORS! Increase your 
aa actual dry-bulb and dewpoint tem- | Should be not less than 19 of the 3. From Table No. 26 select the size | sales and earnings on electrical 
peratures of the air mixture entering | Sensible capacity in B.t.u. per hour, | of suction line which has a pressure | pofrigeration equipment by sell- 
80° the coil from Table No. 24, or by the | in order to avoid undesirably low | drop equal (considering the total load | , he P eg fe Raenteal 
ll relationship mentioned above under | delivery air temperatures. and the length of tubing which must =e ee Percival Line. re 
ii. item “C” of method No. 1. Having selected the proper air | be used) to the difference between | equipment meets every require- 
ign, If the actual dry-bulb and dewpoint | volumes, it is very important that | the pressure in the suction header | ment of the modern food store. 
can temperatures of the entering air mix- | the air be delivered into the room | at the coil, and the suction pressure 
ned ture are found to differ materially | at the proper velocity. The velocity | ®t which the condensing unit was has 
from the assumed conditions used in | at which conditioned air should be | Selected. For Mechanica 
selecting the equipment and its re- | discharged into a room depends upon Tn cases where it is found to be Refrigeration Only 
frigerant temperature and air de- | the differential between the room air | impracticable to limit the pressure DESIRABLE TERRITORIES 
it livery, the selection of the refrigerant temperature and the delivery tem- drop to that which has been assumed, 
, temperature and air delivery should | peratures, the horizontal distance to 4 pene eee neg Ag a be still available. Write for details 
5° be repeated upon the basis of the | the wall opposite to the grille, and | Noted and deducted from the pressure r z ‘ 
_ actual entering air condition. the vertical distance through which | in the air-conditioning coil suction of attractive, profit-making 
It is very important to make cer- | the air may be allowed to fall with- header, thus determining the suction franchise. 
LOSe tain that the latent-to-total capacity | Out striking occupants of the room. | Pressure at the condensing unit. If 
and ratio is not lower than the latent-to- This velocity is shown by the “Air pra ong andl pelea poewomssty A = 
and total load ratio. Throw Table,” No. 25. If the standard C L C 
DAaC- Since the unit which has the desired discharge grilles furnished with the po gad genet P gerd bape peice [. L. P E R j y A 0 m P A n y 
tion performance characteristics at the air-conditioning unit produce a veloc- 4 : a ae ag 
ure highest air delivery through the coil ity materially different from the rec- be increased by —— a the ‘ f . DES MOINES . ee ae IOWA 
is will be the smallest and lowest priced | ommended velocity, transformers or | CO™Pressor and/or setting the con- whee 51 YEARS OF SERVICE 886-1937 
densing water control valve for a 
1ich unit for the job, the equipment selec- | reducing fittings should be installed t th th ded 
(at tion should be made at the highest at the discharge openings, together y enti aa poneacg a pre 
1) air delivery through the coil which | with grilles of the proper size to ra ng pe = ons - ee gol ” 
a will give the desired performance. deliver air at the proper velocity. ° a pag ns aie ’ el 
Since it is difficult to obtain even : oa kon den Taian bee Pree j 
temperature distribution over the con- : : FE 
ditioned space if the air is delivered The Condensing Unit peapgte se v a water costs : 
into it at more than 20° below room The selection of the Condensing : vu : 
dry-bulb temperature, it is advisable Unit for the direct expansion system vd pert — ed poral epee. WELDED STEEL a 
—~ to limit the temperature drop through | is made as follows: — eae a oe eS oe SRE TOI . 
the entire unit to that amount, regard- 3. From the Capacity Table of the ciably greater than. the capacity of ay 1937 line offers wide variety and sensational 
less of the dry-bulb temperature drop | air-conditioning unit which has been | the air-conditioning unit at the suc- poaeaytehed eo 
through the coil. selected, determine the suction pres- tion pressure which will exist, its tion, 100% insulation. Wonderful sales opportunity. 
If the unit is provided with an sure in the suction header under the capacity should be reduced. For other- Most talked of and fastest selling line on market. 
adjustable fixed air bypass damper, | Operating conditions selected. ee, Se Sean ee Ee os og i 
this may be done by increasing the 2. From the Condensing Unit Capac- the aip-qonetisoning ee Guges peave me : aaa . TYLER Sales:Fixture COMPANY 
: : : ; to be unsatisfactory because the : Dept. E, NILES, MICHIGAN 
total air passed through the unit to ity Tables, select a condensing unit a weukh seeut te _ iceman 
a quantity which will limit the tem- | which has a capacity equal to the | OVerece COMPICSOOT Mie nthe ain [s IX BIG N- 
perature drop through the coil to 20° total capacity of the air-conditioning Yi rire oa” teal nity ios t phan . — _— 
and yet limit the air passed through unit or units which the condensing ote age ng oa 1 oe re 
the coil to the quantity necessary to unit is to serve, at a suction pressure heey pte coneemlig 4 
based. The condensing unit capacity — 
may be reduced by one or more of the z= 
° ‘ j 
Table 95—Air Throw Table rage nay oy een A COMPLETE LINE OF = WATER COOLERS 
This Table Is Based Upon Using Discharge Grilles With changing pulley sizes, remembering Whatever the conditions— Many prominent firms 
ee. Horizontal Flat Louvers that capacity is approximately pro- in factory, office or reception haveadopted them: Sears 
Diff. Between Room and portional to r.p.m room—there is a Cordley Roebuck, American 
Discharge Air Temps. °F. 10° 15° 20° i. Snien tue ‘heed presure by eet- Cooler to fit the job. Bottle Optical, Walter Baker 
The Figures Below inn i eentenian welet eanieel or pressure types, in varying Chocolate, Remington 
Horizontal Vertical Show Air Velocities In Feet ‘ad P & ‘ t capacities, with faucet, bub- Rand, Pacific Mills, Otis 
— Distance (Ft.) Fall (Ft.) Per Minute Through Discharge Grille oan wad A condensing water rate bler, or glass filler, these Elevator, Sweet Orr 
elow normal. : 
l substantial Oo ll. 
20 i wie $30 | Place an additional resistance seurdy, eteractive units which HAYES, 141 Hudson 
6 ise sein ... | (ot more than five pounds) in the ‘ Suet, Sew Youk City 
8 suction line by means of throttling 7 : 
2 800 1000 1300 | valve. Se Sp 
25 ; vee 650 +4 4. From Table No. 27, choose the 
8 ek wi proper size of liquid refrigerant line. 
2 1100 1700 . 
30 : 750 =e 1100 Oil Burner Sales Set New 
” ain : = = Record for 6 Months 
2 1750 “— 
le 35 4 950 1100 1750 The most complete line of 
‘4 6 750 950 1100 NEW YORK CITY—Sales of do- Refrigeration Equipment — New 
a 8 650 800 950 | mestic oil burners for the first six q 
3 mA months of 1937 total 85,071 units, Streamlined Beauty — Unchal- 
er 40 4 1300 1700 a new record for the industry and lenged quality. Exclusive Terri- 
8 850 950 i an increase of 26% over the 67,373 tories Now Available — Com- 
——. - units sold a year ago, according to plete Financing Plan. 
45 ~4 1750 Oil Burner Institute. t 
ne stablished 1902 — 
6 1250 1550 ase 
8 1000 1100 1700 . . . te ob ress: " i 
5. = — Bintz Installs Equipment in a. Coble Address: “WESERCO 
bu 4 ies rs Salt Lake Woolworth Bldg. Weber Showcase & Fixture Company, Inc. — 
8 a 8 1500 1700 —_—— 5700 Avalon Boulevard Los Angeles, California 
. This table is to be used to determine the velocity at which conditioned air should SALT LAKE CITy—W. ” penne 
a € introduced into the room, depending upon the horizontal distance from the discharge | C0. furnished the Frigidaire air-con- 
ge AE wall oer -_ ere. the —e = the discharge and room | ditioning equipment installed in the 
Pmperatures, artice istanc ic i é : 
— fall without striking the occupants of the rooms) ™Y Pe allowed to | new Woolworth building here. | 
Table 26—Suction Tubing for the Freon System—Allowable Length of Tubing 
— Pix o Bry an . oo ble Single Single Single Single E L E Cc T K I Cc WAT E R Cc O Oo L E R S 
2" O.D. wD. 342” O.D. .D. 1” O.D. 1%” O.D. 14%” O.D. 2” O.D. . . 
Lbs. ~ oi ual at wae a ll a Oe sna = « ss ee - . £. « Thoroughly reinforced all steel attractively 
Bitu./Hr. finished cabinets. 
40 OS ted tee. oun Complete line of different Models and Capacities. 
8, . . 
—— 35 55 70-70 «105140105 Write for details and sales prices. 
000 25 40 50 50 75 100 75 110 150 145 
rn eT - 5 Puro Filter Corporation of America wi 
—— 440 Lafayette Street, New York Ci ing 7-1800 — 
Hye 11 16 20 20 30 40 35 55 70 70 10 140 80 120 : : vd =e m3 
20,000 13 18 18 28 35 30 45 60 55 85 110 65 100 130 ae 
Pin he 12 16 16 25 30 25 40 50 50 38675 100 55 85 110 145 ei 
25,000 c 3 
30,000 11 15 20 17 25 35 35 55 70 40 60 80 100 150 9 ie 
J 12 16 13 20 25 25 40 50 30 45 60 75 110 150 
— 12 1 20 19 30 40 2 40 50 60 90 120 130 5 Yi ER WELDED 
45,900 2 16 16 2 30 18 3 50 75 100 105 STEEL 
50,000 12 13 «(20 25 15 25 30 40 80 85 130 ; 
ile 11 16 20 13 20 «25 35 50 70 75 110 150 | om ros 
mon 2 © ©16 1 20 2 40 50 85 110 
,000 
80,000 12 11 14 20 30 40 45 7 90 145 
a 122 16 2 30 55 70 115 
io a SALES SENSATION OF 1937 
120,000 11 16 20 25 50 80 120 Big waiting market for food stores, restaurants, bakeries, 
hel 12 16 18 2 35 60 90 120 tap rooms. New principle “‘Stratosphere”’ coiling. Maximum 
140,000 efficiency and capacity in small floor space. Dealers report 
15 0 14 7 4 & 70 4 tremendous demand. Big sales opportunity. Write today. 
oon al TYLER Sales-Fixture COMPANY rhe) 
a A i i CAPACITY DEPT. EX. NILES, MICHIGAN \"' Yj 
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Digests of Fair Trade Acts Now in Effect in 41 States 


ALABAMA 
No fair trade act. 


ARIZONA 
Approved Nov. 28, 1936 
Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 
Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock, when 
goods is damaged or deteriorated 
and is sold as such, or when goods 
is sold through any court order. 
Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 
This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


ARKANSAS 
Approved Feb. 17, 1937 


Producers or licensed distributors 


of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 


Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other con- 
cessions, or by selling the specified 
article in combination with any other 
commodity. 


When the minimum price of an 
article has been established by con- 
tract, this article may not be sold 
at less than the stipulated price 
except when owner is closing out 
stock after first having offered it 
to manufacturer or distributor at 
original invoice price, when goods is 
damaged or deteriorated and is sold 
as such, when trade-mark and name 
is wholly obliterated from the article 
and no mention of this name is made 
in advertising, or when goods is sold 
through any court order. 


Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 


This act does not apply to any 


THE BUYER'S GUIDE 


MILLS 


COMPRESSORS 


Mills Novelty Company ¢ 4100 Fullerton Avenue ¢ Chicago, IIlinois 


Sor Commercial Use 


“4 Stee & ae 


All types for service replacement and new 
installations... One, two and four cylin- 
der models from 4 h.p. to 2QOh.p. . . . For 
Sulphur Dioxide, Methyl Chloride or Freon. 


Write for new catalog—a valuable refer- 
ence for assemblers and service companies. 


MERCHANT & EVANS COMPANY 
Philadelphia, Pa., U.S.A., Plant at Lancaster, Pa. 


Model Nu. ovw-A 


Tecumseh, Mich. 


““CHIEFTAIN’’| OFFICES 
~ QUALITY-BUILT e Or 
COMPRESSORS and = Jue 
CONDENSING UNITS Roos 2258 
Al bearings diamond bored. Positive Building 
veloped process plus forced’ feed | Detroit xport 


lubrication in all models. 
Sizes 1/6, 1/5, 1/4, 1/3 h.p. 
Write for prices 


TECUMSEH PRODUCTS CO. 


Bor Bah 
1002 Palms Bldg. 
Los eles 

122 Mariposa St. 


St. Louis 
577 Arcade Bldg. 


MOUNTING 


CONDITIONING. 


<+ 
Brazed in 


Controlled 


RECEIVER TANKS— COMPRESSOR BASES— MOTOR 
BASES— AND OTHER 
AND ASSEMBLIES FOR REFRIGERATION AND AIR 


Our Receiver Tanks are made with drawn shells. Assembly 
by Hydrogen Brazing produces tanks chemically clean and free 
from dirt. Can furnish tanks painted if desired. 


Cckhin 
Atmosphere Detroit, 2-165 Gen. Motors Bldg. 


STAMPINGS 


THE ACKLIN STAMPING CO. 
TOLEDO, OHIO 
Chicago, Tl. 


HIGHEST Filtrine EFFICIENCY 


FILTERS & COOLERS 
SHELL & TUBE—WATER COOLERS 
CONDENSERS 
AIR CONDITIONING—INDUSTRIAL 
FILTRINE MFG. CO., Brooklyn, N. Y. 


contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


CALIFORNIA 


Approved May 8, 1931 
Producers or vendors of trade- 
marked articles sold in open com- 


tract, this article may not be sold at 
less than the stipulated price except 
when owner is closing out his stock 
after first having offered it to manu- 
facturer or distributor at original 
invoice price, when goods is damaged 
or deteriorated and is sold as such, 
when trade-mark or brand name has 
been completely removed from the 
article and is not used in advertising 


These Laws Are Now Effective 


Passage of the Tydings-Miller Bill by Congress and approval by 
President Roosevelt (see story on page 1) will make effective state 
laws condoning price maintenance contracts, it is generally believed. 
Such state laws had hitherto been considered ineffective because of 
other Federal statutes, particularly the Sherman Anti-Trust Act. 

Published on this and pages 17, 18, and 19 are digests of the 
price maintenance laws which are in effect in the 41 states, and a 
resume of the action which has been taken or is being taken with 
regard to such laws in the remaining seven states. 


petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock, when 
goods is damaged or deteriorated 
and is sold as such, or when goods 
is sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


COLORADO 
Approved March 15, 1937 


Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 


Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock after 
first having offered it to producer or 
distributor at original invoice, when 
trademark or brand name has been 
completely removed from the com- 
modity and is not used in advertis- 
ing it, when goods is damaged or 
deteriorated and is sold as such, or 
when goods is sold through any court 
order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competiton, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 


This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


CONNECTICUT 
Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 


Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other conces- 
sions, or by selling the _ specified 
article in combination with any 
other commodity. 

When the minimum price of an 
article has been established by con- 


it, or when goods is sold through 
any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


DELAWARE 


No fair trade act. Such a bill was 
introduced and passed by last gen- 
eral assembly, but failed to receive 
governor’s approval. 


FLORIDA 
Approved June 5, 1937 


Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 

Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other con- 
cessions, or by selling the specified 
article in combination with any other 
commodity. 

When the minimum price of an 
article has been established by con- 
tract, this article may not be sold 
at less than the stipulated price 
except when owner is closing out 
stock after first having offered it 
to manufacturer or distributor at 
original invoice price, when goods is 
damaged or deteriorated and is sold 
as such, when trade-mark and name 
is wholly obliterated from the article 
and no mention of this name is made 
in advertising, or when goods is sold 
through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


GEORGIA 
Approved March 4, 1937 
Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 


Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other con- 
cessions, or by selling the specified 
article in combination with any other 
commodity. 

When the minimum price of an 
article has been established by con- 
tract, this article may not be sold 
at less than the stipulated price 
except when owner is closing out 
stock after first having offered it 
to manufacturer or distributor at 
original invoice price, when goods is 
damaged or deteriorated and is sold 
as such, when trade-mark and name 
is wholly obliterated from the article 
and no mention of this name is made 
in advertising, or when goods is sold 
through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfai: 
competition, whether or not vendor 
is a party to the contract, ard any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be 
tween retailers. 


IDAHO 
Approved March 18, 1937 


Producers or licensed distributors 
of trade-marked articles sold in ope: 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 

Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other con- 
cessions, or by selling the specified 
article in combination with any other 
commodity. -_ 

When the minimum price of an 
article has been established by con- 
tract, this article may not be sold 
at less than the stipulated price 
except when owner is closing out 
stock after first having offered it 
to manufacturer or distributor at 
original invoice price, when goods is 
damaged or deteriorated and is sold 
as such, when trade-mark and name 
is wholly obliterated from the article 
and no mention of this name is made 
in advertising, or when goods is sold 
through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


ILLINOIS 
Approved July 8, 1935 


Producers or vendors of _ trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock after 
first having offered it to manufac- 
turer at original invoice price at least 
10 days before public sale, when 
goods is damaged or deteriorated and 
is sold as such, or when goods is 
sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 


(Continued on Page 17, Column ?) 
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3/4 and 1 HP. 
Air-Cooled Unit 


DIGELER 4 CYLINDER UNITS 


Modern Compressor Units for Modern Refrigeration and 
Air-Conditioning applications are found in Diceler Four Cy!- 
inder Units. A compressor for every refrigeration need may 
be selected from the complete line of models from '4 hp. to 30 hp. 


A study of DICELER features outlining the exacting methods 
of construction and the high grade material used, will explain why 
DICELER has found favor in the eyes of experienced enginee's. 


Write for catalogue. 


DEISSLER MACHINE COMPANY 


Greenville, Pa. 
Over a sixth of a century in electric refrigeration 
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And Status of Such Legislation in 7 Other States 


(Continued from Page 16, Column 5) 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


INDIANA 


Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 

Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other con- 
cessions, or by selling the specified 
article in combination with any other 
commodity. 

When the minimum price of an 
article has been established by con- 
tract, this article may not be sold 
at less than the stipulated price 
except when owner is closing out 
stock after first having offered it 
to manufacturer or distributor at 
original invoice price, when goods is 
damaged or deteriorated and is sold 
as such, when trade-mark and name 
is wholly obliterated from the article 
and no mention of this name is made 
in advertising, or when goods is sold 
through any court order. 

Otherwise willfully selling . such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


IOWA 
Approved May 16, 1935 


Producers or vendors of _ trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock, when 
goods is damaged or deteriorated 
and is sold as such, or when goods 
is sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
party injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


KANSAS 


Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 

Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other con- 
cessions, or by selling the specified 
article in combination with any other 
commodity. . 

When the minimum price of an 
article has been established by con- 
tract, this article may not be sold 
at less than the stipulated price 
except when owner is closing out 
Stock after first having offered it 
to manufacturer or distributor at 
original invoice price, when goods is 
damaged or deteriorated and is sold 
as such, when trade-mark and name 
is wholly obliterated from the article 
and no mention of this name is made 
in advertising, or when goods is sold 
through any court order. 

Otherwise willfully selling such 


—— 


goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


KENTUCKY 
Approved Jan. 18. 1937 


Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock after 
first having offered it to manufac- 
turer at original invoice price at least 
10 days before public sale, when 
goods is damaged or deteriorated and 
is sold as such, or when goods is 
sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


LOUISIANA 
Approved June 26, 1936 


Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock, when 
goods is damaged or deteriorated 
and is sold as such, or when goods 
is sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


MAINE 
Approved April 20, 1937 


Producers or vendors of _ trade- 
marked articles sold in open compe- 
tition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing his stock after first 
having offered it to manufacturer at 
original invoice price at least 10 
days before public sale, when goods 
is damaged or deteriorated and is 
sold as such, or when goods is sold 
through any court order. 

Otherwise willfully selling such 
goods below stipulated price is un- 
fair competition, whether or not 
vendor is a party to the contract, 
and any party injured by such action 
may bring suit against the offender 
to enforce cessation of illegal sale 
or for recovery of losses resulting 
from such sale. Triple damages are 
awarded plaintiffs winning such suits. 

This act does not apply to any 
contract between producers, between 
wholesalers, or between retailers. 


‘fair competition, 


MARYLAND 
Approved April 15, 1937 


Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 

Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other conces- 
sions, or by selling the specified 
article in combination with any other 
commodity. 

When the minimum price of an 
article has been established by con- 
tract, this article may not be sold 
at less than stipulated price except 
when owner is closing out stock after 
first having offered it to manufac- 
turer or distributor at original invoice 
price, when goods is damaged or 
deteriorated and is sold as such, or 
when goods is sold through any 
court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


MASSACHUSETTS 
Approved May 28, 1937 


Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 


Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock after 
first having offered it to manufac- 
turer at original invoice price at 
least 10 days before public sale, when 
goods is damaged or deteriorated 
and is sold as such, or when goods is 
sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is un- 
whether or not 
vendor is a party to contract, and 
any person injured by such action 
may bring suit against the offender. 

This act does not apply to any 
contract between producers, between 
wholesalers, or between retailers. 


MICHIGAN 
Approved May 22, 1937 
Producers or vendors of _ trade- 
marked articles sold in open compe- 
tition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 


Such articles may be sold at less 
than stipulated price only when 
owner is closing his stock after first 
having offered it to manufacturer at 
original invoice price at least 10 
days before public sale, when goods 
is damaged or deteriorated and is 
sold as such, or when goods is sold 
through any court order. 

Otherwise willfully selling such 
goods below stipulated price is un- 
fair competition, whether or not 
vendor is a party to the contract, 
and any person injured by such 
action may bring suit against the 
offender. 

This act does not apply to any 
contract between producers, between 
wholesalers, or between retailers. 

Payment of patronage dividends 
by farmers’ cooperative associations 
on the basis of sales of commodities 
sold under the provisions of this act 


nate chatter and noise. 


~ PAR REFRIGERATION COMPRESSORS 


P AR Refrigeration Compressors are made in six sizes. Models R25— 
R50—R100 are two cylinder pumps and are recommended for use on 
highsides from 1% to 1 horse power. Models R200—R500—R1000 are 
four cylinder V type construction and are recommended for use on 
highsides from 11 to 10 horsepower. 

Par Refrigeration Compressors are designed for use with Freon and 
will successfully operate with Methyl Chloride. They are designed with 
large displacements for low speed operation. Multiple cylinder V type 
construction develops a very smooth and quiet operation. 

’ Pistons are nickel-iron and are fitted with three piston rings. Crank 
shafts are drop forged steel. Shaft bearings are Oilite. Connecting rods 
are made of bearing bronze. Wrist pins are steel hardened and ground. 
Cylinders and cylinder heads are effectively finned for efficient cooling. 
Shaft seal is hand lapped. External spring used on shaft seal to elimi- 


+ Equipment includes—grooved fan spoke flywheel, suction and dis- 
charge line valves, Bulls-eye sight oil gauge in crank case. 


MODERN EQUIPMENT CORPORATION 
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is not considered as a violation of 
the act. 


MINNESOTA 
Approved March 30, 1937 

Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 

Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other con- 
cessions, or by selling the specified 
article in combination with any 
other commodity. 


When the minimum price of an 
article has been established by con- 
tract, this article may not be sold 
at less than the stipulated price ex- 
cept when owner is closing out his 
stock after first having offered it to 
manufacturer or distributor at origi- 
nal invoice price, when goods is dam- 
aged or deteriorated and is sold as 
such, or when goods is sold through 
any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 


(Continued on Page 18, Column 3) 


THE BUYER’‘S GUIDE 


UNIT BLOWERS 


Air-Conditioning Coils 


FIN COILS 
5/8"—3/4"—1 ” 
Steel or Copper 


REMPE COMPANY 


340 N. Sacramento Blvd., Chicago, Illinois 


Pipe Coils 


ICE CREAM CABINET 


CONVERSION UNITS 
oe ae 
storage space for packaged goods . . pe AR 


endant odors . . reduce weight and sim- 
service . . 


leaks and att 


plify installation . . require a minimum 


KOLD-HOLD | 


ee Outstandingly 

i - Superior as the 

Ba KOLD-HOLD System 
of Truck Refrigeration 


provide ideal temperatures under all conditions 
.. cost less to operate .. quickly and easily 
installed in any standard cabinet at small cost. 


Write for Complete Facts 


KOLD-HOLD MFG. CO. - LANSING, MICH. 
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DIAL IN 


YOU WANT 


ap LIQUID COOLER 
A Source of Quick Profits 


Easiest to sell. For beer, root beer, water, carbonated drinks, 
etc. Fits standard beer coil box. 
Accurate. Costs less to install and operate. Permits steam 
or chemical cleaning of beer coils. All refrigerants. 


COMMERCIAL COIL & REFRIGERATION CO. 
457 NORTH ARTESIAN AVENUE, CHICAGO, ILLINOIS 


.. SEE YOUR JOBBER OR WRITE DIRECT... 


Perfect foam control. 


Seepage-Proof 


FITTINGS 


“Built Right to Stay Tight’’ 


Every style and size of forged flared 
tube fitting for the refrigeration indus- 
try is available frorm standard stock at 
Commonwealth. 


Thousands of semi-standard patterns 
enable us to quickly furnish any desired 
variation in pipe and tube ends. 


Special fittings made to order. 


Commonwealth fittings are correctly 
designed, carefully machined, and tube 
seats are protected in shipping. 


25 years of service to the industry. 


COMMONWEALTH 
BRASS CORPORATION 


Commonwealth at Grand Trunk R. R 


DETROIT, MICH. 
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AIR CONDITIONING AND REFRIGERATION NEWS, AUGUST 25, 1937 


THE BUYER’S 


GUIDE 


'SABECT 
META ro 


SEAL RINGS 
BUSHINGS 
BEARINGS 
SEAL NOSES 


metal 


minimizes seal 


| LEADING MANUFACTURERS 


| Of refrigerator compressors use “SABECO” 
because this certified bronze _ is 
accurately made, 
specifications, seals perfectly, lasts longer, 
replacements. 
details of “SABECO”—a better metal for 
refrigerant, oil, and water seals. 


Fredericksen Company 
Saginaw, Michigan 


exactly machined to 


Send for 


HARRY ALTER COMPANY 
1728 S. Michigan Ave., Chicago 


J ‘Parts and Supplies. 
// Write on your letterhead, 
YWe protect the dealer. 


NEW YORK: ST. LOUIS: CLEVELAND 


ALTER’S 


1937 catalog of 
Air Conditioning 
and Refrigeration 


BRANCHES 


Write for 
New Catalog 


Frigidaire. 


$8.95 per 100 $8.95 


4000 Piston Retainers for 
Replaces Part 
No. 100708 on Model C and 
D up to Serial No. 692034. 


No order filled for less than 100. 


HASCO, INC. Greensboro, N. C. 


SUPPLY = cnicaco: 2732 N. ASHLAND AVE. 
OMPANY NEW YORK: 17 WEST 60th ST. 


DEPENDABLE ITEMS FOR ALL YOUR NEEDS 


Save Money and Time-—Our Complete 
Stock Assures Prompt Service. 


Dealers Wanted 
Everywhere 


G&G 


@—— Direct Factory Service 


BEWAR 


Service Anywhere in the World 
@— Original and Genuine 


OF IMITATION REPLACE- 
MENT PARTS AND UNITS. 


OUR REBUILT UNITS ARE GUARANTEED 18 MONTHS 
GENUINE MAJESTIC REFRIGERATOR 
AND RADIO PARTS SERVICE 


FACTORY & GENERAL OFFICES: 5801 DICKENS AVE....CHICAGO, ILL. 


For Every Model 
Prior to 1936 


all types of appliances, because they pro- 
vide silent, dependable transmission — 
because their powerful grip prevents : 
_ slippage—because they run smoothly 


y distributor carries a complete stock. — 
F is. 


THE DAYTON RUBBER MANUFACTURING CO. 


_ DAYTON, OHIO- 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 


Wt 


V-BELTS | 


Digests of State Fair Trade Acts (Cont.) 


(Continued from Page 17, Column 5) 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


MISSISSIPPI 


No fair trade act other than fair 
trade provisions in the 1930 code of 
this state. 


MISSOURI 


No fair trade law. Several such 
acts were introduced into 1937 legis- 
lature, but failed to pass. 


MONTANA 


Approved Feb. 23, 1937 


Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 


Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other conces- 
sions, or by selling the specified 
article in combination with any 
other commodity. 

When the minimum price of an 
article has been established by con- 
tract, this article may not be sold at 
less than the stipulated price except 
when owner is closing out his stock 
after first having offered it to manu- 
facturer or distributor at original 
invoice price, when goods is damaged 
or deteriorated and is sold as such, 
when trade-mark or brand name has 
been completely removed from the 
article and is not used ‘in advertising 
it, or when goods is sold through 
any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


NEBRASKA 
Approved April 23, 1937 

Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out stock after first 
having offered it to manufacturer or 
distributor at original invoice price, 
when trademark or brand name is 
wholly removed from the article and 
no mention is made of it in adver- 
tising, when goods is damaged or 
deteriorated and is sold as such, or 
when goods is sold through any court 
order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

Producers or wholesalers may re- 
fuse to sell to any buyer who refuses 
to accept or fails to observe a mini- 
mum price contract. 

This act does not apply to any con- 
tract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 

Price-stipulation contracts not com- 
ing under the authority of the Fair 
Trade Act are illegal and are punish- 
able by fine or imprisonment or both. 


NEVADA 
Approved March 8, 1937 


Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock, when 
goods is damaged or deteriorated and 
is sold as such, or when goods is 
sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor is 
a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

Provisions of price-maintenance 
contracts may not be evaded by 
Selling the specified article in combi- 
nation with any other commodity. 


This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


NEW HAMPSHIRE 


No fair trade law yet, although 
such a bill currently is being con- 
sidered by the state legislature. This 
proposed act is as follows: 

Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when owner 
is closing out his stock after first 
having offered it to manufacturer 
at original invoice price at least 10 
days before public sale, when goods 
is damaged or deteriorated and is 
sold as such, or when goods is sold 
through court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

Plaintiffs in such suits may seek 
recovery of damages as well as in- 
junction relief, and defendants found 
guilty are subject to fine or im- 
prisonment or both. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


NEW JERSEY 
Approved March 12, 1935 


Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock, when 
goods is damaged or deteriorated and 
is sold as such, or when goods is sold 
through any court order. 

Otherwise willfully selling such 
goods below stipulated price is un- 
fair competition, whether or not 
vendor is a party to contract, and 
any person injured by such action 
may bring suit against the offender. 

This act does not apply to any 
contract between producers, between 
wholesalers, or between retailers. 


NEW MEXICO 
Approved March 2, 1937 


Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock, when 
goods is damaged or deteriorated 
and is sold as such, or when goods 
is sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
party injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


NEW YORK 
Approved May 17, 1935 


Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock, when 
goods is damaged or deteriorated 
and is sold as such, or when goods 
is sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
party injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


NORTH CAROLINA 
Ratified March 22, 1937 
Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 


contract, the minimum price at which 
such articles are to be sold or resold. 

Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other conces- 
sions, or by selling the specified 
article in combination with any other 
commodity. 


When the minimum price of an 
article has been established by con- 
tract, this article may not be sold 
at less than stipulated price except 
when owner is closing out stock 
after first having offered it to manu- 
facturer or distributor at original 
invoice price, when goods is damaged 
or deteriorated and is sold as such, 
when trademark and brand name are 
wholly obliterated from the article 
and no mention of this name is made 
in advertising, when goods is sold 
through any court order, or when any 
commodity is sold to a religious, 
charitable, or educational organiza- 
tion or institution for its own use. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


NORTH DAKOTA 
Approved March 15, 1937 


Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 


Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock, when 
goods is damaged or deteriorated 
and is sold as such, or when goods 
is sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
party injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


OHIO 
Approved April 7, 1936 

Producers or vendors of trade- 
marked articles sold in open compe- 
tition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock after 
first having offered it to manufac- 
turer at original invoice price at least 
10 days before public sale, when 
goods is damaged or deteriorated and 
is sold as such, or when goods is 
sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


OKLAHOMA 
Approved April 28, 1937 

Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock, when 
goods is damaged or deteriorated 
and is sold as such, or when goods 
is sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
party injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between Pro- 
ducers, between wholesalers, or De 
tween retailers. : 
(Concluded on Page 19, Column 1) 
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"T" Series Thermo Valves 
ALCO VALVE CO., we 
2 ST.LOUIS, MO. 
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Digests of State Fair Trade Acts (Concl.) 


(Concluded from Page 18, Column 5) 
OREGON 
Approved Feb. 25, 1937 


Producers or licensed distributors 
o! trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock after 
first having offered it to manufac- 
turer or distributor at original invoice 
price, when goods is damaged or 
deteriorated and is sold as such, or 
when goods is sold through any court 
order. 

Provisions of price-maintenance 
contracts may not be evaded by 
giving premiums, by offering coupons 
or other concessions, or by selling 
the specified article in combination 
with any other commodity. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
pring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
duc@#s, between wholesalers, or be- 
tween retailers. 


PENNSYLVANIA 
Enacted, 1937 
Permits resale price agreements 
between manufacturers of  trade- 
marked goods and dealers. Violators 
may be sued for damages by com- 
petitors. 


RHODE ISLAND 
Enacted, 1936 


Fair-trade law applies specifically 
only to those who sign agreements, 
but competitors may sue for damages 
if injured by the willful acts of a 
wholesaler or retailer in failing to 
maintain contract prices. 


SOUTH CAROLINA 
Approved April 23, 1937 

Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock after 
first having offered it to manufac- 
turer at original invoice price at least 
10 days before public sale, when 
goods is damaged or deteriorated and 
is sold as such, or when goods is 
sold through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


SOUTH DAKOTA 
Approved Feb. 11, 1937 


Producers or licensed distributors 
of trade-marked articles sold in open 
Competition may stipulate, through 
contract, the minimum price at which 
Such articles are to be sold or resold. 

Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other con- 
cessions, or by selling the specified 
article in combination with any other 
commodity. 

When the minimum price of an 
article has been established by con- 
tract, this article may not be sold 
at less than the stipulated price 
except when owner is closing out 
Stock after first having offered it 
‘o manufacturer or distributor at 
°riginal invoice price, when goods is 
damaged or deteriorated and is sold 
48 such, when trade-mark and name 


- : ang 4 
WEST NORFOLK,VIRGINIA 


IBE STATE ST. BOSTON-76 BEAVER ST.NY 


EXTRA DRY 


EsotToao 


LIQUID SULPHUR DIOXIDE 


V-METH-L 


VIRGINIA METHYL CHLORIDE 


is wholly obliterated from the article 
and no mention of this name is made 
in advertising, or when goods is sold 
through any court order. 


Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


TENNESSEE 
Approved Feb. 16, 1937 


Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 


Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock, when 
goods is damaged or deteriorated 
and is sold as such, or when goods 
is sold through any court order. 


Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
party injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


TEXAS 
No fair trade act. 


UTAH 
Passed March 4, 1937 


Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 

Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other conces- 
sions, or by selling the specified 
article in combination with any 
other commodity. 

When the minimum price of an 
article has been established by con- 
tract, this article may not be sold at 
less than the stipulated price except 
when owner is closing out his stock 
after first having offered it to manu- 
facturer or distributor at original 
invoice price, when goods is damaged 
or deteriorated and is sold as such, 
when trade-mark or brand name has 
been completely removed from the 
article and is not used in advertising 
it, or when goods is sold through 
any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


VERMONT 
No fair trade act. Such a bill was 
introduced into the 1937 senate, but 
was killed there. 


VIRGINIA 
Approved March 27, 1936 


Producers or vendors of _ trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 

Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock, when 
goods is damaged or deteriorated 
and is sold as such, when goods is 
perishable and there is danger of 
spoilage or when it is seasonal and 
the customary selling season has 
terminated, or when goods is sold 
through any court order. 

Parties damaged or threatened 
with damage by violation of such 
contracts are entitled to injunctive 
relief as well to the privilege of 
suit for recovery of damages. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 

Contracts may be terminated at 
the option of either party, providing 


that 60 days’ notice is given of 
such termination. 


Approved March 17, 1937 


Producers or vendors of trade- 
marked articles sold in open com- 
petition may stipulate, through con- 
tract, the minimum price at which 
such articles are to be sold or resold. 


Such articles may be sold at less 
than stipulated price only when 
owner is closing out his stock after 
first having offered it to manufac- 
turer at original invoice price at least 
10 days before public sale, when 
goods is damaged or deteriorated and 
is sold as such, or when goods is 
sold through any court order. 


Otherwise willfully selling such 
goods helow stipulated price is unfair 
competition, whether or not vendor 
is party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


WEST VIRGINIA 


Producers or licensed distributors 
of trade-marked articles sold in open 
competition may stipulate, through 
contract, the minimum price at which 
such articles are to be sold or resold. 

Provisions of such contracts may 
not be evaded by giving premiums, 
by offering coupons or other con- 
cessions, or by selling the specified 
article in combination with any other 
commodity. 

When the minimum price of an 
article has been established by con- 
tract, this article may not be sold 
at less than the stipulated price 
except when owner is closing out 
stock after first having offered it 
to manufacturer or distributor at 
original invoice price, when goods is 
damaged or deteriorated and is sold 
as such, when trade-mark and name 
is wholly obliterated from the article 
and no mention of this name is made 
in advertising, or when goods is sold 
through any court order. 

Otherwise willfully selling such 
goods below stipulated price is unfair 
competition, whether or not vendor 
is a party to the contract, and any 
person injured by such action may 
bring suit against the offender. 

This act does not apply to any 
contract or agreement between pro- 
ducers, between wholesalers, or be- 
tween retailers. 


WISCONSIN 
(Expired by limitation July 25, 1937. 
Re-enactment bill may be considered 
at special session.) 

Permits resale price agreements 
between manufacturers of  trade- 
marked goods and dealers. Violators 
may be sued for damages by com- 
petitors. The Unfair Trade Practices 
act prohibits price discrimination if 
all other conditions are equal, and 
provides heavy penalties. 


WYOMING 


Permits resale price agreements 
between manufacturers of  trade- 
marked goods and dealers. Violators 
may be sued for damages by com- 
petitors. State has also anti-price- 
discrimination law. Requires equal 
prices for all buyers, whether large 
or small concerns, if all the condi- 
tions under which purchase is made 
are equal. Proved violations draw 
heavy penalties and damages for the 
injured competitor. 


EH&FA Contracts Signed 
In Ala., Ga., & Minn. 


WASHINGTON, D. C. — Electric 
Home & Farm Authority has closed 
contracts with the Joe Wheeler 
Electric Membership Corp., Hartselle, 
Ala.; Carroll Rural Electric Assn., 
Carrollton, Ga., and Meeker Cooper- 
ative Light and Power Assn., Litch- 
field, Minn. 

New contracts have also been 
closed with the Board of Water, 
Electric, Gas and Power Commission- 
ers, Austin, Minn., and with the 
head of the Lakes Cooperative Elec- 
tric Assn., Superior, Wis. 

Contracts provide for cooperation 
in financing appliance sales. 


Martin Resigns Sales Post 
At Advertising Services, Inc. 
DETROIT—Drew N. Martin has 


tional sales division of Advertising 
Services, Inc. H. L. Poffenberger, 


secretary of the company, has been 
assigned Mr. Martin’s duties. 
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THE BUYER’S GUIDE 


SOLDER FITTINGS—Angle Type 


Screen can be taken out for cleaning 
without removing strainer from line. 
Negligible pressure drop. Large screen 
area. Light weight. Fitting sizes: 5%” 
to 25” O. D. Furnished with 100 mesh 
: Monel welded screen for liquid lines or 


ay 50 mesh screen for suction lines. 
ENRY VALVE CO. 
STOCKED B Y 


££ A 8 tn.eé 


1001-19 N. SPAULDING AVE. 
CHICAGO, ILLINOIS 


J OBBERS 


For Copper Pipe 


when you use this charging line 
N=. Stronger, specially rein- bronze core, making an ‘integral 
forced charging lines that pro- joint. Special spring-wire rein- 
tect against leakage and breakage _ forcing at ends prevents excessive 
and offer a new high standard of bending at points subjected to 
safety. Made with seamless bronze greatest strain. Lines are furnished 
corrugated core which completely with swivel end connections or 
| aot Ae 4 from coming ro ~~. with copper tubing extensions. 
act wi e covering. il proo! 
textile braiding outside. Bronze © IMPERIAL BRASS MFG. CO. 
couplings are soldered to the 565 S. Racine Ave . Chicago, Ill. 


WRITE FOR 
CATALOG 77E 
covering all Im- 
perial Refrig- 
eration special- 
ties for service 

work, 


of 
Commercial Refrigeration Controls 


Condensed catalog gives full description of 9100 
Refrigeration Controls of pressure, vacuum and 
temperature types .. . this booklet will be mailed 
to you postpaid on request. 


SQUARE 0 EVERYWHERE 


 egUEre Ty conran 


PEGULATOM® O'VISION, DETROIT MicHiG 
WESTERN OIVISION, LOS ANGELES, CALIFORNIA 
aRet © COMPANY ANADA ve roeaonta aN. 


resigned as sales director of the na- , 


PERMANENTLY 
ACCURATE 


44BEAVER § 
NEW VORK NY 


Tx very idea that a little square 
box set on top of the refrigerator 
will show the exact inside temperature 
with the door closed, amazes 

Jones ... and if you are on your toes 
ou can cash in on this understandable 
uman curiosity in a variety of ways. 


Just add a Marsh “Serviceman” to your kit and 
me will be surprised how easy it will be to convince 

. Jones that her refrigerator needs a complete 
overhauling or that the refrigerator you have just 
installed is the best ever. It’s designed for all service 
jobs—checking switch action, answering complaints 
of too high or too low temperatures—checking brine 
tanks and vessels, servicing household refrigerators, 


I'S ACCURATE AND 
STAYS ACCURATE 


The “Serviceman” is commercial boxes, cold storage jobs. 
guaranteed within one 
degree. If it is knocked 


Here is a precision instrument, and yet the net 
price is only $8.00 F. O. B. Factory. Call your jobber 
and try out one of these Marsh “Serviceman” ther- 
mometers. You will then understand why hundreds 


are nome that it’s the biggest 00 worth they 
ever bought. ‘se ” 


JAS. P. MARSH CORPORATION 


2067 Southport Ave., Chicago 
Plenty of capillary tub- 


ing for reaching any de- ; 


7] 
sired point of testing. _ REFRIGERATION THERMOMETER be 


out of adjustment you 
simply place the bulb in 
cracked ice and water and 
turn the patented Marsh 
**Recalibrator™ screw until 
the pointer reads 32 deg. 
The thermometer _ will 
then be right at every 
point on the dial. 
Marsh “Serviceman” is 
built in ranges of —10 
deg. to +65 deg. F. or 
—10 deg. F. to +100 
deg. F. Also minus 20 
deg. temperature range 
at slightly higher price. 


—reads temperature with the door closed 
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